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“GORHAM - 


on sterling inspires confidence earned 


through generations of faithful 


craftsmanship 


“Gorham”’ on sterling is the brief way of saying . . . authentic 
... fine . . . without peer . . . Every piece of sterling on which 
is stamped the name “‘Gorham”’ is the ultimate product of genera- 
tions of thinking in terms of authentic beauty .. . of designing 
and moulding silver by hands trained in youth in the ways of 
executing that beauty. When a buying public which is beauty 
sensitive comes to you to purchase sterling (AND such a buying 
public seeks out a Gorham store!) it is with the confidence that it is 
buying the best. For to buy “Gorham” sterling is traditional in 
many families . . . And for those who are buying silver for the 
first time ‘‘Gorham”’ prestige is a deciding factor. The Gorham 
Company is continuously furthering the interests of “Gorham” 
dealers through national advertising in publications which reach 


potential ‘“‘Gorham”’ buyers. 


THE GORHAM COMPANY, PROVIDENCE, R. I. 
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Taritt Law Marks Turn in Business 


ITH the definite settlement of the tariff 
V \V question by the enactment of the Revenue 
Bill, this week should mark the point of a de- 
cided upturn in business throughout the nation. For 
with the enactment of this law there ends a period 
of uncertainty that has retarded plans and damp- 
ened the enthusiasm of manufacturers and distribu- 
tors alike for a period of more than a year. Uncer- 
tainty as to what must be faced in the way of com- 
petition has had a paralyzing effect on the manufac- 
turer’s production and the distributor’s buying. It 
was one of the first causes producing unemployment 
that started the downward trend in business that 
was clearly manifest to economists three or four 
months before the stock market crash. 

As Prof. Hudson B. Hastings of Yale University 
said before the convention of the Connecticut Jewel- 
ers Association at New Haven, last May, the depres- 
sion was not initiated by the collapse of the stock 
market. Though the debacle appeared to have ac- 
celerated the downward trend and probably ex- 
tended the movement it was not the underlying 
cause. He pointed out that the general index of 
industrial production prepared by the Federal Re- 
serve Board stood at 127 last June, declined to about 
112 in November and the low point of the index 
was reached in December when it stood at 99. About 
one-half of the drop in the industrial activity had 
already taken place before the break in the price of 
securities. 

That much of this was due to the tariff agitation, 
no businessman who has studied the situation sur- 
rounding him can deny. The elimination of the pe- 
riod of uncertainty by the final passage of the bill 
(no matter what may be thought of it in some quar- 
ters as an economic measure) is obvious and should 
have a heartening effect on industry from one end 
of the country up to the other. This conclusion can- 
not be classed with the official and unofficial propa- 
ganda that has been used for more than six months 
to encourage the businessman. He has been fed up 





on it—he wants facts. He is tired of the perpetually 
pleasing predictions of the Pollyana element, on one 
side and the joyless jabberings of the jaundiced Jere- 
miahs, on the other. The businessman has been look- 
ing for a real definite event on which he could predi- 
cate or base a business policy. He has it in the 
passage of the Tariff Bill. 

It makes little difference that the bill, as finally 
enacted, has been subject to the strongest criticism 
by men of both parties or was passed without en- 
thusiasm and but a barest margin of votes. The 
bill is here. We know what we must pay in duties. 
We know what our competition is likely to be. We 
know whether we should increase or decrease our 
production and our purchases and we can go ahead. 
This is the main thing the American businessman 
wants, to set the machinery of commerce in motion. 

That inequality, unjust discrimination and eco- 
nomically unsound schedules exist in the bill, is ad- 
mitted on all sides, but President Hoover’s state- 
ment, Sunday, indicates that he may find a remedy 
for many of these mistakes within a reasonable time, 
in the flexible provisions of the administrative sec- 
tions on which he so strenuously insisted, for the 
President claims that this provision is a progressive 
advance and gives great hope of taking the tariff 
away from politics, lobbying and “logrolling.” 

One important and immediate effect the bill will 
have in the jewelry trade will come from the new 
provisions covering precious stones which, after 
many years, puts back the tariff to a rate that should 
greatly discourage, if not eliminate, gem smuggling 
which has been for some years, eating the founda- 
tions of the prosperity of the legitimate diamond 
trade of the country. 


Editor. 
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PARIS BOUND . 


Fashion plays an important role in the prom- 
inence of jewelry. The styles for Fall and 
Winter will make their premier appear- 
ance at the Paris showings in August. 


To this tremendously important event has 
gone Madame Hamilton Jeffries, fashion 
editor of The Jewelers’ Circular, to interpret 
jewelry’s place in the ensemble of fashion. 
From Paris unquestionably will come new 
lines and modes with dress periods of yester- 
year brought up to the nodding approval of 
modernes both young and old. 


The entire style picture as it unfolds in Paris 
during August will be written for The 
Jewelers’ Circular by a recognized authority 
in the world of fashion. 


A survey of new trends in jewelry design, re- 
vealing the tendencies of the Rue de la Paix 
and Place Vendome, will be written by 
Madame Hamilton Jeffries exclusively for 
The Jewelers’ Circular. Watch for these 
important reports on fashion events, which 
will be printed in the pages of this pub- 
lication. 
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Prominentfead 


By 
MADAME 
HAMILTON JEFFRIES 


Fashion Editor of The Jewelers’ Circular 


HEN asked to discuss the question of the re- 

turn of yellow gold to the favor of fashion, five 

of Fifth Avenue’s most outstanding jewelers 
expressed two definite trends; namely, that yellow gold 
is already an acceptance and that in six months its 
popularity will be more pronounced in volume produc- 
tion. These facts should be of greatest interest to 
every jeweler whether he be retailer or manufacturer 
because for the first time a definite fashion barrier 
has been placed between costume jewelry and real gem 
pieces. This statement is sustained by two forceful 
opinions which brought out that jewelry designed in 
yellow gold presented an almost impossible task in being 
reproduced in cheaper copies, at least with any degree 
of accuracy that would approach the genuine. 

That very fact it was said should warrant jewelers in 
supporting a trend of this character which would return 
to the jewelry store the choice clientele which in some 
instances has strayed from the paths of the legitimate 
jeweler. One creator very aptly declared that anything 
appropriately new is well worth featuring whether bor- 
rowed from abroad or created in America because it 
establishes a new desire or buying urge among con- 
sumers. 

Another leading institution not only of the Avenue but 
one recognized as a world authority on gem and jewelry 
fashions stated that yellow gold or varied colored gold 
has not really been out of the picture in their firm but 
there was evidence that its position was being strength- 
ened considerably by a new feeling for this metal. 

Another ‘explanation offered for this vogue, by a de- 
signer whose keenness is almost uncanny was the wide- 
spread use of this material abroad which has influenced 
the American tourist as well as fastidious women. 
Things continental are always appreciated by the Ameri- 
can and consequently this appreciation is being reflected 
in the demand for yellow gold. 

A recognized authority admitted that in the new and 
unusual, “romantic jewelry” yellow gold mountings are 
often used to emphasize the yellows in topaz and the 
yellow casts in clear green stones. To eliminate con- 
fusion in classifying yellow gold in its proper place this 
well-known authority said that this metal will never take 
the place of platinum. The American public has accepted 
platinum for the mountings of fine diamonds and other 
precious stones as well as engagement and wedding rings. 

The clever clusters in romantic acceptance, feature 
very odd and strange combinations. The use of full 
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ntfeaders Confirm Development of Movement 


circles and scarab shapes in cabochon cuttings, seem to 
fill the desire of the most fastidious. The intricate 
mountings irregularly formed reveal present day modes 
and accent the theme of the new popularity of “romantic 
jewelry.” 


NEW COLORS IN GARMENTS THAT HELP CALL FOR 
YELLOW GOLD 


PON the advent of this vogue for yellow gold come 

colors in garmentry which blend beautifully with 
this metal. New shades of wine red, black and purples, 
bronzed greens and blue reds with the clear colors and 
range of browns indicate a most practical demand for 
romantic types of bracelets and necklaces, odd pins and 
clips. Short haired furs such as neutria, lapin, mink, 
sable; long haired furs of linx and fox are being dyed 
in contrast and harmony, with blackened colors and clear 
tones to be used for fall coatings. 

Velvet tams, uneven brims and soft, off the face effects 
in millinery lend themselves to impressive color com- 
binations in jewel neckwear. Definite lines, sturdy char- 
acter and larger ornamentation seems to be the trend. 

New chiffons in afternoon and evening frocks, luxuri- 
ous satins and untrimmed garments leave a _ wide- 
open opportunity for shoulder decorations in angular 
and circular effects of sweep and proportion without 
heaviness. 

That color mass and line of design more than intricate 
detail is the new acceptance was an opinion expressed 
by a prominent designer. Theme is the important motif. 
This was cleverly expressed in one of the new imports 
brought over for copying purposes, being accomplished 
with the use of baguettes and rose diamonds styled in 
half barrel and raised contours. 


DRESS STYLES 


RESS skirts still being full set on banded hip lines 

of triangular motifs, with the new below the hip 

coat, which flares above the knee for day-time wear 

and below the knee for evening wear, and the rather ex- 

pressive high collar and the elbow length fur cuff on the 

dressy ensemble all offer much for the designers of 
bracelets, clip pins, vanities and necklaces. 

This new feminine trend exploiting bow knots, flower 
petals and details from the 1830 period affords un- 
usual opportunity for the designer to adopt motifs out 
of the jewelry of that period and modernize it to fit the 
present vogue. 





New ACCEPTANCE OF BOLD EXPRESSION FELT IN NEW 
JEWELRY DESIGNS 


The universal feeling for impressive and positive 
design is already showing in both the French and Amer- 
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ow Gold 








The following article is based on facts obtained in 
interviews with recognized leaders in the trade, who 
report a decided trend toward the acceptance of 
yellow gold. This statement is not intended to include 
the entire field of jewelry. Exceptions are allowed 
regarding merchandise that does not lend itself to 
this metal. ’ 


ican markets. Creators both here and abroad have orders 
for streamline and romantic suggestion rather than in- 
tricacy of pattern. This theme while modern in treat- 
ment is a reflection from the period of Grecian line and 
feminine charm. 

It is a bit new and very interesting to watch how the 
designer has developed his themes in the modern man- 
ner. Just as the modern woman has adjusted her ac- 
ceptances to the new neck and waist line in garments, 
so is she glad to see and buy the correct bracelet or neck- 
lace for her costume. 

The uses for the large disc-like shoulder pin and the 
new treatment of the clip ornament which may be used 
to accent the severe evening gown are items which should 
not be overlooked. 


Attractive illustrations either in booklet or in news- 
paper advertising, with suggestions of how the clip may 
be used, will be of great interest to the reader and pros- 
pective buyer. 

The clip has so many possibilities, and now that the 
designers have created pairs of clips much publicity can 
be given about “the pin of many uses.” 


Never was there a season where costume and acces- 
sories could be so attractively linked up in .the buyer’s 
mind. One window may be divided into sections where 
ensembles of three different color themes may be fea- 
tured. A small card with one of the leading eight colors 
in coatings could be used to background the cluster. 
Explanatory captions in attractive lettering could explain 
the relation between the coating and the jewel. 


Since Paris accepts black and purple for daytime this 
sets the vogue for pearls, crystals and amethysts. Rich 
brown costumes with self-toned furs are made distinc- 
tive by the romantic topaz in necklace and bracelet. 
Jewelers should also accent the importance of yellow gold 
in vanities and cigarette cases. Bronzes and dark greens 
accent the uses of emeralds, yellow gold and jade. The 
uses of sheer chiffons and luster satins for evening em- 
phasize the renewed importance of the ruby. 


Tl 2 new idea of wearing a contrasting color in loose 
kerch ef line and the importance that Reboux expresses 
in matching jewels and slippers point the way for ¢om- 
pelling advertising by the individual merchant. 
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Fine Gems Hold Their Value 


N investigation of the jewelry trade of the 
A country as well as of the gem markets of 
Europe indicate that there is a scarcity of 
fine gems as well as of fine diamonds. Despite the 
slowness in sales abroad and in this country, not 
only has there been no accumulation of stocks in 
the hands of dealers of pearls, sapphires, rubies, 
and emeralds, but, on the contrary, the selection 
of the bigger and finer specimens of such stones 
to be found either abroad or here is neither large 
nor important. Dealers who have fine gems of any 
kind seem not at all anxious to dispose of them, 
but are content to wait until demand is active, with 
the result that there has been no concessions in re- 
gard to prices. 

This situation has put the jewelry trade, as a 
whole, in an excellent position compared to other 
industries, as it has meant no loss in value in in- 
ventory among those holding fine gems, a situation 
hard to duplicate in any other trade. What is 
more, even while the demand for staple goods has 
been in most sections marking time, there has been 
a continued, if small, call for the unusual in fine 
stones from consumers of wealth. With the upturn 
in business that has started, which is expected to 
result in almost usual conditions by the opening 
of the fall trade, the call for fine gems will prob- 
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ably be one of the factors that will help to put the 
jewelry business back on its feet and aid in help 
ing to bring the average business of the year toward 
normal figures. 


"= = 


Volume and Profit 


NCREASE in volume of business is the factor 
toward which every merchant, particularly the 
retailers in the jewelry trade, should bend all 





their energies. Yet in connection with this, im- 
portant as it is, we should take into consideration 
other important factors in business development 
and see to it that volume is not obtained at the e- 
pense of normal profit or by creating condition 
that may later interfere with normal and naturil 
growth. 

In some other industries, strenuous and sens 
tional efforts to increase volume by artificial stiml- 
lation, by cutting prices and giving undue servit 
have already produced problems which are difficult 
to solve. Here volume has spelled disaster rather 
than prosperity. 

Another point which the jeweler should keep i! 
mind, and which was brought out during a debate 
at the recent wholesalers’ convention in Atlantit 
City, was that the volume of sales must be regl 
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lated to keep pace with proper credits, because an 
increase in turnover without an equal increase in 
payments for the merchandise may place the mer- 
chant, and particularly the jeweler, in a poor posi- 
tion financially. 

Let us by all means do everything to increase 
gales by careful study of the demands of customers, 
by the buying of proper merchandise, by the use 
of most attractive displays, and by up-to-date sales- 
manship. But let us look carefully into sensational 
or untried methods. Let us not forget volume must 
pe controlled in a way that it will not sacrifice nor- 
mal future business or weaken the jeweler’s finan- 
cial standing to an extent that will prevent his get- 
ting the lines he needs when he wants them. 


VvTv Vv 


Brighter Prospect for Business 


MOST interesting forecast of the business of 
A July has just been made by the United Busi- 

ness Publishers whose business publications 
cover nearly all lines of an industry to an extent 
that make them leaders in their fields. This survey 
indicates that we have successfully passed through 
a business crisis of a kind that in former days 
would have proved disastrous to many industries, 
but that autumn will see an entirely different pic- 
ture. This survey shows that business needs the 
confidence of the entire coun- 
try much more than it needs 
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months, with autumn as the pivotal point. 

As far as the jewelry trade is concerned, there 
was a slight upturn in business in June in nearly 
all lines, and it is hoped that this will continue in 
July. It is true that June, in many cases, showed 
a big drop as compared with last year, and July 
may follow in this direction, as normally it is not 
one of the good months for the jewelry business 
generally. 

Inventories throughout the jewelry trade are lower 
than they have been for some time, and much lower 
in comparison than in other industries. Compared 
to other industries also, the financial condition of 
the jewelry trade stands out well, even though col- 
lections have been slower all the way from the con- 
sumer right back to the manufacturer and importer. 
The restoration of confidence in the business struc- 
ture of the country, which should grow more and 
more now as time goes on, should have a more po- 
tent effect in developing the business of the retail 
jeweler than that of any other merchant. 


wa 


““Rules of the Road” 


RADE associations, by observing the “rules of 
[tte road” can contribute materially to the pro- 
motion of better management in business, Dr. 
Hugh P. Baker, manager of the Trade Association 
Department of the United 
States Chamber of Commerce, 





leadership, and that hope of 
hitching its return to the star 


stated at the recent meeting 
of the National Management 









of any single industry must 
be replaced with individual 
energy all along the line. 
Business men have become 
fully aware that the depres- 
sion has been widespread and 
have been hesitating to com- 
mit themselves by borrowing 
for any but the most imme- 
diate needs. The crux of the 
situation has been wnemploy- 
ment, and with the increase 
of employment, which is now 
beginning and which it is be- 
lieved will be much acceler- 
ated as a result of the final 
passage of the Tariff Bill, we 
can look forward to improve- 
ment during the next two 








SOME COMMENTS BY SUBSCRIBERS 





“I have been in business since 1888, 
and have been a subscriber to THE 
JeweELers’ CircuLAR for many years, and 
I expect to continue as one to the end 
of my jewelry business career.” 

M. Harrison 
307 S. Jefferson St., Roanoke, Va. 
x * * 

“It has been our privilege to read 
Tue Circucar, and to profit by so doing, 
for a number of years. In line with 
your growth we have noted the addition 
of new and interesting features which 
have made your book even more inter- 
esting and helpful. 

C. I. Josephson, Jr., 
1514-1515 Fifth Ave., Moline, Ill. 
* * * 

“We want to thank you again for the 
cooperation which you have exhibited 
and, with every good wish, beg to remain 

Benerae Inc., 


545 Fifth Ave., New York City. 









Congress. 

“Under our anti-trust leg- 
islation, made up of the Sher- 
man Act, the Clayton Act, and 
the Federal Trade Commis- 
sion Act,” Dr. Baker ex- 
plained, “there are three rules 
in particular which must be 
observed. Business men in 
their associations or out, so 
far as that is concerned, can- 
not get together and agree as 
to the price of their commod- 
ity or service. Members of 


an association cannot agree to 
restrict production nor can 
they allocate or divide sales 
territory.” 
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TOP — Watch depart- 

ment, including small 

fancy and mantel clock 
section 


CENTER — Sterling 

silverware corner, in- 

cluding flatware de- 
partment 


BOTTOM — Another 

view of sterling hol- 

lowware department 

with display cases in 

silver and novelty sec- 
tion 
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A Great Minneapoligey 


Steps Into 


ROM Nicollet Ave., the foremost retail street of 
Minneapolis, entrance to the superlatively planned 
and appointed jewelry store of J. B. Hudson, Inc., 

is gained through a simple and effectively executed foyer, 
and hints of the exquisite interior of the store just 
ahead. 

Down the main aisle, looking toward the balcony, with 
departments of the firm arranged within inviting access 
on every hand, the visitor is most favorably impressed 
with the arrangements devised by the general manager, 
James Dougherty, who carefully planned every detail 
of the store from the viewpoint of efficiency and effective- 
ness in serving the customer. 

On the left of the Nicollet Ave. doorway, the diamond 
department holds within itself enough of interest to oc- 
cupy the entire shopping time of the débutante and of 
the society matron. Display rooms, equipped with nat- 
ural lighting, provide privacy and quiet, where the selec- 
tion of jewels may be made at leisure. Here, also, is the 
design department, capable of preparing in visual form 
the ideas of the most particular customer. 

Along the 8th St. side of the store the diamond de- 
partment extends well back into the aisles and display 
nooks, running parallel to the individually arranged 
street show window. Silver novelties and the gold de- 
partment are found centrally situated in the store on 
either side of the main aisle. 

On the right of the Nicollet Ave. entrance the watch 
department has in its corner a display of valuable time- 
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eW Magniticence 


Exquisitely designed store 
perfectly departmentized 
for efficient merchandising 


pieces, with clocks being displayed to good advantage. 
Sterling hollowware and flatware, under the manage- 
ment of Charles Carpenter, reach along the right 
side of the store to the rear. Mr. Carpenter is one of 
the most experienced jewelers in the country, with a fol- 
lowing of customers which goes back a generation into 
the pioneer families of the northwest. 

At the rear of the store the stationery department is 
on one side of the balcony, with offices of Mr. Dougherty 
and his staff on the other side. Two stairways lead to 
the balcony, which is furnished distinctively with carved 
woodwork and hangings to conform to the remainder of 
the store. 

A portrait of the founder, J. B. Hudson, is centrally 
placed on the balcony railing. From the newest clerk 
up through those who have been with the establishment 
Many years, to the sales executive, Felix Berner, 
the personnel is enthusiastic in its support of the pro- 
gressive policies of Mr. Dougherty, who through his 
leadership has been an inspiration for the entire or- 
ganization. 

George Dayton is president of J. B. Hudson, Inc. The 
executive personnel of The Dayton Co. are on the direc- 
torate, with Mr. Dougherty and Mr. Carpenter lending 
their valuable assistance as officials of the firm. 
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TOP—Main aisle, with 

display cases of silver 

novelties and gold de- 
partment 


CENTER—A_ corner 

in the diamond depart- 

ment showing enclosed 

private salesroom in 
rear 


BOTTOM — Looking 

toward the rear of 

store along the aisles 

of the diamond depart- 
ment 
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By HAROLD WHITEHEAD 


EPISODE XI 


lunch. He had been talking with the bookkeeper, 

Maguire, about the new collection letters. Maguire 
had scratched his head when asked to tell what he knew 
about the various slow pay accounts, for his knowledge 
was vague. His fat, good-natured face glowed ruddily 
as he smiled cheerfully and remarked: 

“Ya know, Eric, yer old man kep’ his eye on the ac- 
counts so I can’t tell yer much on them. Never mind, 
I’ll do the best I can. Anythin’ to oblige, that’s my 
motto,” he chuckled in evident appreciation of his own 
wit. 

At 10.30 o’clock Maguire had finished helping Eric 
to classify the accounts receivable and departed, only 
to return in a few minutes for his brief case which he 
had left behind him. Grinning broadly he picked up 
the case and chuckled. “Guess I should have someone 


[i happened just as Eric was about to leave for 


which he twirled savagely with his thumb. An unlit 
cigarette hung on his lips. Noticing Eric, he looked 
up and with a petulant gesture said: 

“Just bought this lighter from you and nothin’ hap. 
pens. How in time does it work?” 

“Let me have a look, Bill.” “ Eric held out his hand 
with a smile. A moment’s inspection was all he needed, 
“All right now, it just needed the flint adjusting. But 
you should have it filled. Come back a minute and ['l] 
have it fixed so that it will work like it was Aladdin’s.” 

Elmer looked anxiously at the two young men when 
they returned to the store. He was so obviously nervous 
that Eric noticed it. He gave him a sharp look and 
said: 

“You forgot to fill this lighter for Mr. Schobel, Elmer, 
Just fix it for him right away.” 

“T did fill it,” the salesman retorted. 





to fetch and carry for me, eh?” 

Just as the clock in the little office struck 12, Eric 
had finished addressing the envelopes and got up to 
get the letters which he had ordered that morning on 
Little Miss Schultz, who ran a 


his way to the store. 
duplicating business, had 
promised to have the few let- 
ters ready by noon. 

Picking up his hat, Eric 
stepped into the store and saw 
Elmer Catton ring up an $8 
sale and at the same time Bill 
Schobel turned to leave the 
store. Eric thought nothing 
of it at the time, and as he 
walked to the door he turned 
to Elmer and said, “Just going 
over to Miss Schultz’s and will 
be right back.” 

The salesman gave a half 
grunt and started to put some 
cigar lighters back into stock. 
Elmer had been covertly inso- 
lent ever since Eric had told 
him in no uncertain terms 
about his poor salesmanship. 
While Eric resented it he said 
nothing, believing it best to 
say as little as possible, to 
aggravate the situation. 

Standing in front of the 
window was Bill Schobel. Eric 
saw him as he left the store, 
and noticed that the young 
man was scowling at a lighter 


“Look for yourself,” Eric said quietly, as he passed 


light. 








Sea 








The Story Thus Far 


The previous episode left Eric engaged in 
getting out some snappy collection letters and 
also left him facing the responsibility of de- 
pending upon himself because of the fact that 
Dr. Ribbell had decided that Eric’s father must 
take a rest to regain his health. Paul Water- 
ford, the head of the business, has taken his 
son into the firm after the young man had 
been given a college education and had been 
a traveling salesman for a time, representing 
a novelty jewelry house. Earlier in the story 
Eric clashed with his father because the older 
man did not fully agree with some of his son’s 
ideas about how the business should be con- 
ducted. Bijah Jones, Paul Waterford’s son- 
in-law, and a hard headed business man, is 
called into conference and a number of 
questions regarding the business are dis- 
cussed. Erie’s plans for making the 
store and its methods more up-to-date find 
no response from Karl Emden, the old watch- 
maker, or Elmer Catton, the clerk, who do 
not take kindly to suggested changes. Eric 
wishes to move the store to a better location 
and investigates the possibilities of such a 
move. The opportunity presents itself to rent 
the present quarters. In the meantime Eric 
has become acquainted with a young woman 
clerk in a department store. Just at this 
point Eric’s father finds it necessary to take a 
rest and starts on a vacation trip. Now con- 
tinue with the story. 


the lighter to him. Elmer took it with shaking hands 
and gave the wheel a twirl. 
After a puzzled look the salesman gave a sickly 
smile and mumbled: 


A spit of flame, but no 


“Sorry, I filled another one 
and put it in stock by mistake. 


I’ll get it.” The mistake was 
soon rectified. But Eric felt 
suspicious. Somehow he had 


a vague sense of something 
wrong. Then he thought of 
the cash register last entry 
of $8. Sure that was an $ 
lighter? On the impulse of 
the moment he turned to Bill, 
who had just lit his cigarette 
—first try, too!—and said: 

“Darned good lighter, that, 
Bill. And you can’t beat it at 
the price. Let’s see, how much 
are we selling those for now, 
Elmer?” 

The salesman went rale and 
stammered, “Er—$5, $8 and 
$10.” 

“Hope you didn’t give mé 
the $8 one by mistake,” Bill 
Schobel remarked cheerfully. 
He had opened the door, ready 
to leave. 

“Let’s have a look to be sure. 
Not such a lot of diff. in ’em’ 
Eric held out his hand. As le 
did so as he caught sight of 
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Elmer’s face. It was as white as a piece of tissue paper 
and his hands were shaking. 

“Gosh, Bill. I’m darned glad I asked. You have got 
an $8 one after all.” Looking hard at Elmer, he said 
tothe worried salesman. “You made a mistake, Elmer, 
just give Mr. Schobel his $2 back.” 

“!’m awful sorry, Mr. Schobel. Nothin’ like that ever 
happened before.” He punched the change key on the 
register and handed the customer $2. 

As soon as the door closed on the departing customer 
Eric turned to Elmer and snapped: “Well, what about 
it?” 

“What about what? 
can’t they ?” 

“Sure they can, but you managed to ring up $8 and 
tharged him $10.” 

Elmer glared at the young jeweler with the courage 
of despair. Then he half shrieked: “What of it! The 
money’s in the register. If you say I took it, I’ll have 
you pinched.” 

Taking the key of the register out of his pocket, 
Erie said grimly: “We’ll soon find out. We'll check up 
the cash now.” 

In silence the cash was counted, and was $2 short! 
Eric locked the register with a snap and, turning to 
the trembling man, said, “Now what about it? You’d 
better come clean.” 

It was then that Elmer blew up. 
lips, he turned on Eric and shouted: 
You can’t prove anything on me. 


Anybody can make a mistake, 


Licking his dry 
“You shut up. 
You could have 


framed me. Everybody knows you hate me and my 
Wword’s as good as yours. You wait till your old man 


The next minute Elmer was on the floor, while Eric 
stood over him with his fist still clenched. “You dirty 
Whelp. Get up, so I can knock you down again.” 


Holding a hand to his bleeding nose, Elmer 
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The next minute Elmer 
was on the floor, while 
Eric stood over him 
with his fist _ still 
clenched 


screamed: “I’m through with you. I won’t get up. I 
ain’t working for you any more. Don’t you dare touch 
me again. Police!” 

The result of this tirade was that the squirming 
Elmer received a hearty and swift kick. With the sec- 
ond kick Eric growled, “Now get up.” 

With a crab-like shuffle the man got to his feet and 
dodged behind the counter. He felt a little safer 


there. 
“Now you can take your choice. Either confess that 
you’ve short changed customers or——” Eric closed 


his husky fist significantly. 

The bravado of fear faded as quickly as it rose. 
Amid whimperings and protestations he told how he 
had overcharged customers when the opportunity pre- 
sented itself. “I never did it to women. They’d watch 
the register, but men took no notice, especially rich 
young ’uns.” 

Then the miserable salesman pleaded to be kept on. 
He told how it was the only job he had had. He spoke 
of having to keep his mother and how he had never 
been able to save anything. But to all his pleadings 
Eric remained firm. He knew the man was no good as 
a salesman, and now he found that he wasn’t even 
honest. 

When he found that pleading was no use Elmer Cat- 
ton turned defiant, and, putting on his hat, demanded 
his money. Eric’s lips were a thin, straight line, but he 
held himself in check. Without a word he paid the 
man a full week’s money. 

Elmer counted it carefully and thrust it into his 
pocket. Then staring insolently at Eric he retorted: 
“All right, you, now watch out. I'll get you for this. 
You can’t prove anything on me.” 

“Oh, yes, he can.” Both Eric and the salesman turned 
suddenly and there stood Karl Emden. “I heard you 

(Continued on page 67) 
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Ideas on selling, window display, stock records, mer- 
chandising, advertising, store system, etc., all of which 
have been tried and tested by successful jewelers. 


Gathered by Harry R. Terhune 
in his travels around the United 
States for Jewe.ers’ CigcuLaR 


readers. 


By Harry R. Terhune, Field Editor, THE JEWELERS’ CIRCULAR 


Jewelers Guild Runs Coopera- 
tive Advertising Campaign 


OMAHA, NeEsB.—For the past four 
years the activity of the Jewelers Guild 
has made itself felt with a definite pur- 
pose for business betterment among its 
members. Regular campaigns of adver- 
tising have featured the aggressive 
policy of the Guild. 







FASHIONS 
LAST WORD 
. JEWELRY 






Identity “Jewelers Guill 
Member Stores by Thus 
Emblem 


See the enchanting new jewelry 
styles .. as well as the latest modes 
in watches, diamonds and silver 
especially for the June Bride and 
Graduate ... displayed in the store 
of your jeweler. 

Jewelry gifts .. suit the person, the 
purpose, and the purse. 


JEWELERS GUILD 























2 1007 Dodge 4 Reveruice Bite 
An Asseciation’ol Specialized Jeweler Storce—Elected to Membership 


One of a series of advertisements run in 
Omaha daily papers by Jewelers Guild 
of that city 


“Jewelry as Fashion’s Last Word” is 
the theme of its latest campaign run- 
ning in the local daily papers. The ad- 
vertisements are collective with the 
name of each Guild member carried at 
the bottom of the ad. Arousing the 
feminine mind to the appreciation of 
jewelry as an important part of the 
costume is the merchandising policy back 
of the campaign. The copy primarily is 
designed to increase sales in specialized 
jewelry stores. 


It’s the Humidity That Breaks 
the Main Spring 


Quincy, Mass.—A great many things 
have been blamed on the humidity but 
when Vance Buker, jeweler, burdened 
the weather with the cause of snapping 
main springs he crashed the front page 
of the Quincy Patriot Ledger, incidental- 
ly accomplishing a fine piece of publicity. 
Buker backed his statement with a 
record of 27 watches having been 
brought to him for new main springs. 

“Main springs snap quicker in high 
humidity than in dry, hot weather,” ac- 
cording to Buker. “They have been 
snapping at unprecedented speed the 
past week and will continue to do so. 
Hundreds of watches are out of com- 
mission at the present time.” This 
unusual statement made good copy and 
the item’ was recognized as news and 
used to advantage by both the paper and 
the jeweler. 


* * * 


Jewelry Storage Introduced 
in Boston 


Boston, MaAss.—The interesting store 
of Jordan Marsh Co. has started 
a jewelry protection service for the 
benefit of its customers. The plan offers 
to store jewelry, as furs are gen- 
erally stored. In addition the company 
will make any repairs necessary before 
the articles are stored, diamonds, for 
instance, being made secure by tighten- 
ing prongs. ‘The fee charged is one per 
cent of a fair valuation, the minimum 
charge being $3. Both the service and 
the storage are available for a year 
without additional cost. 

The interesting angle lies in a cus- 
tomer’s being able to get her jewelry at 
any time; take it home to wear for a 
special occasion, and then redeposit it, 
without renewing the storage rate. 

Besides this protective storage service 
the store cleans, polishes and repairs 
the jewelry. 


lock Depicts Historical 
Events of Tercenten- 
ary Celebration 


WATERTOWN, Mass.—Knut S. Carl- 
strom, local jeweler, broke into print in 
the Boston Globe recently, as having put 
forth one of the real worthwhile Ter- 
centenary features concerning Water- 
town. 


Vi 
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Historical scenes of Watertown revealed 
on face of clock 


Arthur Perkins, Jr., son of Patrol 
man and Mrs. Arthur Perkins of Peat! 
St., drew an attractive clock face with 
designs of historical Watertown build- 
ings representing each of the hours. The 
Boston Globe considered the idea so out 
standing as to make a cut and run it 
as a feature article. The clock face has 
12 of the historical spots which many 
hundreds of visitors are certain to se 
in Watertown during the coming weeks. 

Being a news event of the moment 
unusual attention value is being crea 
by the idea. Large crowds have beet 
attracted to the windows to witness the 
historical clock. 
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Business Survey Offers Prac- 
tical Merchandising 
Suggestions 


Boston, Mass.—The results of a 
business survey recently conducted for 
the Massachusetts and Rhode Island 
Retail Jewelers Association, by Prof. 
Vergil D. Reed of the marketing depart- 
ment of Boston University’s college of 
business administration, recommends 
privacy for customers buying engage- 
ment rings, thus preventing any possible 
embarrassment, and declares that per- 
fumes are a legitimate product for 
jewelers. 

The seven points made by Professor 
Reed and his reason for naming them 
are as follows: 

1. Privacy for customer buying an 
engagement ring. He felt many young 
men would appreciate a booth in which 
to make their selection. 

2. A discreet approach to the newly 
married. Deftly worded announcements 
sent advantageously to these potential 
customers. 

8. Perfume. Since perfumery is pur- 
chased for the same emotional reason as 
jewelry, its place in the jewelry store 
is well warranted. 

4. Instalment buying. May not stores 
profitably extend credit to young men 
who, just starting in life, without suffi- 
cient capital to let them purchase valu- 
able jewelry outright? They wi!l grow 
into valuable customers if encouraged. 

5. People would rather buy jewelry 
in a jewelry store than in a department 
store. Yet department stores have made 
it easy for the casual buyer who may not 
wish to spend more than a dollar or 
two. If the policy of a jewelry store 
does not otherwise permit the sale of 
inexpensive jewelry, why not maintain a 
separate department for it? 

6. Ensemble vogue. Have jewelers 
taken full advantage of fitting in with 
this feature of the mode—jewelry to fit 
the costume? The suntan is still an 
important craze. What can the jeweler 
do with old gold, copper and bronze in 
this connection? 

7. New and better lighting. One store 
found that, where 15 per cent of the 
passers-by stopped before the window 
on one kind of lighting, 45 per cent 
stopped when the lighting was improved. 


* * * 


Sign-Board Duplicated in 
Miniature for Window 


ATLANTA, GA.—An unusual and very 
effective method of “tying in” with a 
new sign-board was recently adopted by 
Myron E. Freeman & Brother, of At- 
lanta. 

A miniature of the sign-board, com- 
Plete in every detail, was made and 
Placed in the window of the store down- 
town. Around the sign-board were 
Placed some of the articles of jewelry 
that the sign called attention to. This 
miniature advertisement emphasized the 
Publicity of the larger display. 
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Free Marriage Licenses with 
Each Wedding Ring 


BIRMINGHAM, ALA.—Many June wed- 
dings have increased trade at a number 
of Birmingham retail jewelry stores, the 
proprietors say. Brackin’s makes a 
specialty of giving free of charge a 
marriage license with every wedding 
ring sold for cash or credit. 


* * * 


World’s Largest Wrist Watch 
Attracts Crowd 


WICHITA, Kan.—The world’s largest 
wrist watch on display in the window 
of the Southwestern Jewelry Co., at- 
tracted many people to the window of 
the company to witness this marvel of 
wrist timepieces. ‘The watch is more 
than a foot across the face and keeps 
time accurately by means of an elec- 
trical movement. Around the watch 
were grouped watches offered during a 
special sale conducted by the company. 


2 “« 


Airplane Featured in 81st 
Anniversary Celebration 


WASHINGTON, D. C.—Celebrating an 
8lst anniversary, Castelberg’s employed 
an unusual and modern method of an- 
nouncing the event. In addition to the 


full page advertisement run in the local 


newspapers an airplane was engaged to 
fly over the city and drop sales vouchers 
redeemable for the amount indicated 
on the voucher as part payment on any 
article in the store. 


33 





most popular on the team. The method 
to be adopted in the voting will be made 
public shortly before the season closes. 
It is claimed that much prestige for the 
jeweler accumulates in a civic gesture 
of this character. 


* * * 


Allentown, Pa., Jeweler Uses 
Graduates Names as 


Window Display 


ALLENTOWN, Pa.—The firm name and 
location of the Faust & Landes 
jewelry store, 728 Hamilton St., has be- 
come indelibly fixed in the minds of the 
boys and girls in this year’s graduating 
class of the Allentown High School. 

The firm presents to every boy and 
girl in the class a handsome leather 
bound book, to be used as a diary in 
recording all the events leading up to 
their graduation. This particular type 
of advertising is necessarily expensive, 
but the firm argues that it is money well 
spent, since it not only captures and 
holds the good will of the boys and girls 
themselves, but likewise that of the 
parents and friends. 

This progressive firm for the past 
six or eight years set up a giant clock 
dial, measuring six feet in diameter, in 
their show window, upon which has been 
inscribed the name of every boy and 
girl in the graduating class. The num- 
ber of names lettered on the dial this 
year totalled 460. This giant clock was 
wound to run approximately 14 days, 
prior to the date-of the commencement 
exercises When it stopped, the minute 
hand pointed to the name of the girl 





MONEY FROM 
THE SKIES! 


This voucher is one of 50,000 
released from the airplane flying over 
Washington on May 31 to celebrate 
the beginning of The Original Cas- 
telbergs 8ist Anniversary. Take 
this check promptly to Castelberg’s. 
Make your selection from/the fa- 
mous stock of fine diamonds, watches, 
silverware and jewelry. This check 
will serve as part payment and for 
the entire initial deposit. - - - 

“Take off * for Castelberg’s now. 


81 ANNIVERSARY 








Pay to the order of - BEARER 


Two Dollars, Fifty Cents 


When making a purchase of $15 or more, during the 81st 
Anniversary Sale, May 31 to dune 21, 1930 


Over Washington, D. C., May 31, 1930 


$2.50 








1004 F. Street, Northwest 








One of the 50,000 merchandise vouchers, valued at $2.50, dropped from airplane 
during 81st anniversary of Castelberg’s 


Six vouchers with a value ranging 
from $15 to $100 were among the 49,994, 
with a $2.50 value, attracted the atten- 
tion of the throngs on the streets during 
the noon hour. The scheme was fea- 
tured as “Money from the Skies” with 
a picture of the plane being used in the 
display advertisement. 
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Encourages Local Baseball 
Team by Offering Prize 


ANNISTON, ALA.—As an incentive to 
the players on the local baseball team 
Ben Dunlap offered a $25 wrist watch 
to be presented to the player voted the 


and the hour hand to the name of the 
boy, each of whom were given fine 
watches with the store’s compliments. 


A well organized mailing campaign, 
intended to reach the parents of the 
graduates, preceded the presentation of 
the booklets and the awarding of the 
watches. All day long crowds con- 
gregate before the window, searching 
out the names of the graduates on the 
giant dial. All sorts of gifts for grad- 
uates are displayed in the window be- 
fore the dial, thus making the tieup com- 
plete. Increase in sales each year has 
invariably followed the showing of the 
giant dial in this firm’s window. 
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| MIERCPANDISING CALENDAR 


JULY 


Birthstone—Ruby 









July Anniversaries 


1. Dominion Day (Canada). 
4, Independence Day. 


Symbols—All patriotic emblems, in- 
duding the American flag, eagle, liberty 
bell, Goddess of Liberty, portraits and 
busts of Washington, pictures of Colonial 
genes in connection with the struggle of 
the colonies for liberty; firecrackers and 
fireworks. 


6. Congress established standard of 
American Dollar, 1822. 


14. Chicago Fire, 1873. From a 
srap book of newspaper clippings much 
material may be found for a window 
display. 


;—- Vacations. Symbols — Sports, 
seashore and mountain scenes, touring, 
bathing, etc. 
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Vacation 
Jewelry 
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A striking border effect may be employed 
to indicate summer 





The Store in Summer 


Attention should be given to making 
the store a comfortable place to shop. 
Awnings help a lot. Frequent sprin- 
kling in front of the store will help to 
keep the temperature down during the 
hottest days. An electric fan or two will 
help keep the jeweler and his staff in 
good condition to meet customers, and at 
the same time, make the customer’s visit 
a pleasure. Cool drinking water should 
be available. Fans may be given 
away. Every effort should be made to 
make the store so comfortable that 
people will talk about it. 


Fourth of July 


The jeweler should show his patriot- 
ism in a visual way. It is his privilege 
to install a window display that will not 
only demonstrate his own patriotism, but 
that will be an example for others, a 
display that will excite patriotism in 
all who view it. 

The usual patriotic symbols should 
be used to advantage. The American 
flag should be prominent, but not as a 
rug or doormat, but unfurled in a 
patriotic manner. 


General Business Activities 


The old cry “The people are all away 
on their holidays, so what’s the use of 
trying to do business,” will be heard on 
all hands. As a matter of record there 
is hardly more than 5 per cent of the 
population of the average community 
who will be found absent from home on 
vacations at any one time. The remain- 
ing 95 per cent have money to spend— 
for the things they need—and that will 
make them more comfortable in the 
heated dog days. 

July and August have become a period 
of cut-price merchandising in the ma- 
jority of retail stores, including some 
jewelry stores. It is not necessary to 
cut prices to get business on seasonable 
merchandise. 

This period is a recognized time for 
cleaning up stocks, and the people have 
a right to expect reduced prices on odds 
and ends and clearance merchandise. 
This being a well known fact the jeweler 
who is in a position to do so may pro- 
fitably have a cut-down price sale to 





(Continued on page 73) 
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Flower—W ater-Lily 


“July gives her fortune and fame 
If Amulet of rubies bear her name.” 


‘ 


Appropriate Selling Events 


Ruby Birthstones. 
Silver for Summer Entertaining. 


Water Sets; Iced-Tea Sets; Lemonade 
Sets; Serving Trays, ete. 


Traveling Goods; Overnight and 
Week-End Bags; Toilet and Manicure 
Sets; Vacuum Bottles, etc. 


Cameras and Camera Supplies. 
Binoculars, Magnifying Glasses, ete. 
Fountain Pens and Pencils. 

Fans, Electric Fans. 


Vanity Cases, Compacts, Toilet Ac- 
cessories. 


Souvenirs and Hostess’ Gifts. 
Excursion and Picnic Accessories. 
Sport Trophies and Prizes. 
Sports Jewelry. 

Summer Merchandise Sales. 


| 














The Pleasures 


oT a 


Summer Trip 












































Store name 





























Tell the public what to take on the 
summer trip 
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DEPARIMENT 


Why Installme 


HE marvelous growth of installment selling in all 
lines of business is a matter of actual fact. While 
we hear arguments for the method and against it, 
jinstallment selling method is being adopted by mer- 
ts with success. 
No matter what the viewpoint of the jeweler on the 
ibiect of installment selling, it is worth his while to 
the method carefully, and to consider the reasons 
om universal success. He should do this, whether he 
a any intention of adopting the method, or has decided 
not to have anything to do with it. 
It is quite obvious that there is an advantage to the 
fade in installment selling, and equally obvious that all 
i cannot adopt the method. There are certain 
types of jewelry stores that must be continued on the 
@h plan, because to change to that of the installment 
flan would render inefficient the work of years of build- 
ing. It is altogether probable that there are other 
jewelry stores that might adopt the plan to advantage. 
Without in any way adopting the one plan or the other 
a being the better of the two, let us examine the funda- 
mental causes for the success of the installment jeweler. 
Indoing so it will probably be as much to the advantage 
df one class as the other. 
It is easily demonstrated that anything that can be 
me to extend the use of jewelry, and the other lines 
jeweler handles, is a benefit to the trade in general. 
the same time the method of securing the extended 
of the jeweler’s merchandise must be as carefully 
mnsidered. Taken as a whole, the installment method 
i selling has benefited the jewelry trade through the 
eater use of jewelry by the public. It is also true that 
methods adopted by some installment firms are detri- 
tal to the trade. However, it must also be conceded 
at jewelers detrimental to the trade existed before the 
thod of installment selling was adopted by anyone. 
74 must also be remembered that installment selling is 
fits infancy, that jewelers adopting that method of 
had to pioneer and experiment with ways and 
i of adapting the idea to their own particular 
trade. The very fact that installment jewelers are form- 
ihg associations for the purpose of elminating bad prac- 


nt Selling Succeeds 


By A. E. EDGAR 


tices indicates the attitude these jewelers are taking 
toward the evils that have entered into the method 
through the ill-advised adoption of plants that are detri- 
mental to the trade as a whole. The placing of the in- 
stallment jewelry business on as high a plane as the 
trade warrants will eventually wipe out practices that 
are universally condemned in the trade. 

One reason for the success of installment selling lies 
in overcoming one of the fundamental faults with the 
jewelry business. The slow or infrequent turnover of 
the jeweler’s stock has been one of the drawbacks to the 
business he has had to contend with. The need of a 
more frequent turnover of his stock has been recog- 
nized for years, with no practical plan being advanced 
for overcoming this handicap in sight. The aggressive 
installment jeweler has solved this problem, and is se- 
curing through the time-payment plan a larger volume 
of business that in itself brings a quicker turn of his 
stocks. It is known that a single advertisement in a 
newspaper featuring a special offering has sold as many 
as four hundred watches in a single day. Any jeweler 
who can do this and continue to do it throughout the 
year is practically immune from worries about stock- 
turns. 

How was it possible for this jeweler to secure four 
hundred sales of a single item? In answering this ques- 
tion we come to a fundamental truth that is worthy of 
the consideration of all types of jewelers. It was pos- 
sible, first, through advertising the special, and, second, 
through making it possible for many to accept the offer. 
Although the latter is essential to such an outstanding 
sale, it is perfectly plain that the advertising must have 
been the inciting impulse that made it possible. 

Advertising is absolutely necessary to secure big busi- 
ness, and the installment jeweler has found that out. 
He spends lavishly on advertising because he knows it 
brings him business. Jewelers who advertise exten- 
sively get the business, whether they sell for cash or on 
deferred payments. It is plain then that advertising is 
essentially one of the reasons for the success of the in- 
stallment jeweler. 

Jewelers selling for cash may not be able to secure 




















a oa ma) 

















~ARNSTEIN 


BROS. & CO. 
Tan 


DIAMONDS 





































































































e ree 
CHICAGO 
31 North State Street 
AMSTERDAM 
use, Ely Place 2 Tulp Straat 
mAs 
G ys) 
WE SS 
, el Jowin and 
al the con 0 
| e our customers 
Ws LY 
\ ) \ ( ; 











30 





4 CAWCMA@kddM@MKd KX LLL LLL AAA OX OOMMSSSVssVJ 






June 19, 1230 





guech phenomenal results as that recorded in the fore- 
going, but it is possible for him to secure adequate and 
satisfactory business through its use. But if his ad- 
yertising is to bring results it will have to be through 
,change in the type of copy used. A study of the in- 
stallment jeweler’s advertising will reveal the impor- 
tance placed on making the offerings attractive to the 
prospective buyer. Each item advertised is made to ap- 
pear very desirable in quality, and is so presented as to 
stimulate a desire to possess it. 

The average type of jewelry advertising seems to be a 
mere attempt to keep the jeweler’s name before the pub- 
li. That this type of advertising is not as successful as 
itis desired is plainly apparent, because the jeweler does 
as little advertising as he can, rather than as much as 
he should. 

The jeweler selling on installments uses large spaces 
in the newspapers because he knows the value of im- 
pressing the reader with the idea that the proposition is 
an outstanding one, and because he uses large spaces at 
considerable cost he must make the offerings worth while, 
or he will not get the business. The cash jeweler could 
use larger spaces more profitably, because then he would 
get some results from his advertising, tangible results 
that can easily be traced to the advertisements used. 

The cash jeweler can copy to some extent the item of- 
fering methods of the installment jeweler, but he must 
not forget that he is catering to a different type of pros- 
pective buyer. The cash type is of a higher class than the 
average installment type of buyer. Therefore the offer- 
ings must be made in a more dignified manner, written 
ina more refined language, and, indeed, the appeal to 
the buyer must be altogether different. The install- 
ment jeweler may say to his prospect, “Now you can 
have the kind of watch you have so long wished for,” 
while the cash jeweler must say in effect, “Here’s a 
watch you will find in keeping with your standing in the 
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community.” In the one case the advertiser appeals to 
the masses, while in the other he appeals to individuals. 

The success of the installment jeweler is sometimes 
thought to rest in the fact that he reaches a larger clien- 
tele. While this is true, it is essentially a fact that any 
jeweler who advertises can reach a much larger number 
of prospects than he who does not. The installment 
jeweler would do very little more business than the cash 
jeweler if he did not advertise, and just as he enlarges 
his field through advertising so the cash jeweler can en- 
large his field. 

The installment jeweler has tried many schemes to 
enlarge his business, ranging from free offers and cut 
prices to legitimate sales plans. Experience is gained 
through experimenting with plans of this sort. Experi- 
ence is a dear teacher, as many installment jewelers are 
aware. It is because actual experience has proved that 
the sales produced through the less desirable methods of 
attracting customers are to customers of a less desirable 
class that these undesirable methods are being eliminated 
from their business plans of the future. 

In the main, the success of the installment jeweler 
rests upon the creation of business. He makes his offer- 
ings to people the cash jeweler does not desire as cus- 
tomers. At the same time he creates business with a 
large percentage of customers who would be good cus- 
tomers of the cash jeweler, for all installment buyers are 
not always unable to pay cash in full at the time of 
purchase. 

This brings up again the question of the type of 
copy the cash jeweler should use. He, too, can create 
business for himself through the use of the right kind of 
advertising copy. It is only a question of going out to 
the most possible number of prospects with his offers, 
and making those offers fit their needs. 

The very fact that installment selling has reached such 
large proportions proves that it meets with a public need. 
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Revival of Vogue for Painted Jewelry 


NOTHER revival of an old 

AA tssrion is added to the 1930 

list of hundred-year old 
tyles. Jewelry, with the added touch 
of the artist’s brush, is considered 
me of the smartest new summer ac- 
essories. The only variation from 
the 1830 fad is in the modernistic 
character of the designs. 

Madeleine Vionnet, the well-known 
dressmaker, one of the first to take 
up this old vogue and transport it into 
modern terms, shows painted jeweled 
geessories with many of her at- 
tractive summer costumes — evening 
dresses, town clothes and sports out- 
fits alike. 

One of her new necklaces is a 
choker made of immense beads of pol- 
ished crystal, painted in po!ka-dot de- 
signs in bright colors. Yellow, vivid 
rd and green are favorite colors for 
this jewel painting, and is often ac- 
companied by other accessories— 


ets, shoes or gloves—in matching 
colors. 


Jeweled ring for holding detachable 
train 





This present moment vogue is find- 
ing a response with those who are 
smart. 


Paris Offers New Necklace Style 
satisfied with making 


OT 
necklaces as thick as a man’s 


thumb, Paris now braids together 
three necklaces to make one of its 
newest pieces of jewelry. Wide 
braided bands combining three differ- 
ent. semi-precious stones or three 
shades of the same color, are worn 
in two-inch widths around the necks 





Three necklaces in one 


and shoulders of fashionably dressed 
Parisiennes. 

One version of this necklace, slight- 
ly narrower than the others, appears 
at Lucile Paray’s in three tones of 
turquoise, varying from sky blue to 
a deep turquoise. White, pink and 
deep red coral, and white and green 
jade are combined in the same manner. 

These new necklaces make use of 
three colors in an unusual manner. 
Cloudy white crystal, rose quartz in 
a pastel pink tint, and light topaz, 
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Vogue for painted jewelry 


cut in flat rondels, are combined to- 
gether in a braid that is worn with a 
frock in any of these colors. 


Jeweled Ring Holds Train 


DETACHABLE train, which 
may be added to any evening 
gown for special formal occasions, is 
the newest Paris wrinkle in evening 
clothes. It is nothing more or less 
than a glorified sash, tied around the 
waist, fastened at the center-back 
with a huge jeweled ring, then spread- 
ing out as it nears the floor, into the 
wide proportions necessary for a 
sweeping effect. 

One important dressmaker shows 
how a single black or white gown may 
be disguised, by the use of sashes and 
trains and correct jewels, to appear as 
several different dresses. A _ coral 
pink ribbon, tied around the waist and 
looped through a jeweled ring at the 
front of the left hip, swirls around 
the body and falls to the floor in back. 
The same frock may be made un- 
recognizable by a wide train of white 
panne velvet, that comes from a waist- 
sash, caught at the back with the same 
jeweled ring. 

Sash girdles have the advantage of 
being themselves convertible. They 
may be tied into perky bows on the 
right hip or at the center of the back, 
giving the effect of flowers. When 
worn in this manner, the sash is 
usually marked at some spot by the 
addition of the jeweled ring as a 
buckle, says a writer for the National 
Jewelers’ Publicity Association. 
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Precious Stone Trade of Ceylon 

WASHINGTON, D. C., June 14.—Amer- 
iean Consul S. W. Eel, at Colombo re- 
ports the trade in precious stones in 
Ceylon closely follows the tourist busi- 
ness, and the first quarter of the year 
is accordingly the best in this trade. 
During the first quarter of this year 
business was satisfactory in Ceylon, he 
reports, but not so heavy as had been 
expected. The present local depression 
and decline in securities are said to 





have injured the trade. Most dealers 
anticipate that business will continue 
dull during the following quarter. 
Exports of precious stones from Cey- 
lon during the first three months of 
the present year amount to $3,250, ac- 
cording to customs records, compared 
with $4,162 worth exported in the corre- 
sponding period of last year. Declared 
exports to the United States amounted 
to $36,872 compared with $23,593 for 
the first quarter of 1929. The export 
figures given by the customs authori- 
ties do not include parcel post shipments. 


* * * 


New Postal Union Regulations Cover- 
ing Jewelry 


WASHINGTON, D. C., June 14.—Some 
changes have been made in the conven- 
tion of the Universal Postal Union ac- 
cording to announcement made by the 
Post Office Department here. One of 
these, under the heading of “prohibi- 
tions,” relates to the sending of jewelry 
in the mails and reads as follows: 

“Under the new convention, as at 
present, it is forbidden to send in the 
unregistered postal union mails, coins, 
bank notes, paper money or any values 
payable to the bearer; platinum, gold or 
silver, manufactured or unmanufac- 
tured; precious stones, jewelry or other 
Precious articles, but these articles are 
Prohibited from transmission under the 
New classification ‘small packets’ wheth- 
er registered or unregistered as pre- 
Viously stated.” The following is the 
Modification accepted in this connection: 
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“This paragraph should be changed 
to show that coins, bank notes, paper 


money or any values payable to the 
bearer; platinum, gold or silver, manu- 
factured or unmanufactured; precious 
stones, jewelry, or other precious ar- 
ticles may not be forwarded in ‘small 
packets’ even though registered.” 

* * * 


Credit Survey Shows Long Accounts 
Carried by Retail Jewelers 


WASHINGTON, D. C., June 14.—Among 
the interesting data shown in the sec- 
ond part of the national retail credit 
survey carried on by the Department 
of Commerce are those in connection 
with credit extension in the retail 
jewelry trade. In this line facts de- 
veloped show that although open ac- 
counts losses were relatively low, such 
accounts in the smaller stores were 
allowed to run for unusually long 
periods, being outstanding on an aver- 
age over five months. 

In the matter of bad debt losses on 
instalment sales, jewelry stores, with 4.4 
per cent losses, were second only to gen- 
eral clothing stores which had the high 
figure of 7.9 per cent. 


* * * 


Department Store Sales in May 


WASHINGTON, D. C., June 13.—De- 
partment store sales in May were about 
equal to those of the corresponding 
month a year ago, according to prelim- 
inary reports made to the Federal 
reserve system by 551 stores located.in 
leading cities of all Federal reserve dis- 


tricts. 
oe * 


National Institute for Commercial and 
Trade Organization Executives 
Meets Aug. 3 to 16 

WASHINGTON, D. C., June 12.—The 
10th annual session of the National 
Institute for Commercial and Trade 


Organization Executives, sponsored by 
the Chamber of Commerce of the United 


States, the National Association of 
Commercial Organization Secretaries, 
and the American Trade Association 


Executives, will be held at Northwestern 
University, Aug. 3 to 16. A minimum 
of three years’ attendance is required 
for a certificate, with completion of and 
successful examination in a prescribed 
number of required courses. 

Courses range from fundamental sub- 
jects to technical ones in the special 


By L. M. Lamm, Washington, D. C., Correspondent 





problems of commercial and trade or- 
ganization. They will be taught by 
prominent educators and specialists in 
their respective lines. 


> S- 2 


Chain Store Statistics 
WASHINGTON, D. C., June 13.—The 
Federal Trade Commission has an- 
nounced that up to May 24, 1060 chain 
store organizations had returned sched- 
ules to the Commission containing vary- 





ing amounts of information in connec- 
tion with its chain store investigation. 
As of March 30, 1929, these chains were 
operating 56,674 stores or approximately 
53 stores in each chain. 

Ninety-one of these chains operated 
50 or more stores each while the re- 
maining 969 organizations each had less 
than 50 stores. The total number of 
stores operated by the former group of 
91 chains aggregated 48,695 establish- 
ments and the total number operated by 
the remaining 969 chains aggregated 
only 7979 stores. In other words, less 
than 9 per cent of the total number of 
reporting chains operated more than 85 
per cent of the stores reporting while 
upward of 90 per cent of the reporting 
chains operated less than 15 per cent of 
the stores. ~ 

* * * 
Plan to Stimulate Morning Shopping 


WASHINGTON, D. C., June 12.—A plan 
to stimulate morning shopping has been 
inaugurated by the Chamber of Com- 
merce in an eastern city, according to 
unofficial word received here. The plan, 
which is claimed to be especially adapted 
to cities of 150,000 or less provides for 
local newspapers carrying one or two 
pages of merchandise offered by the 
merchants, each merchant buying a box, 
2 x 2 inches, and advertise one “special” 
for the morning on which the stores 
close in the afternoon. 

Comparative prices may not be used 
in the advertisements and no two mer- 
chants may offer exactly the same 
“special,” advertisements being passed 
upon by a committee 'a week before they 
are run to see that there is no conflict. 
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The New Tariff Law 








Final Draft of Revenue Law Passed by House and Senate, Meets President’s Approval—W ent 


WASHINGTON, D. C., June 17.—After 
18 months of work the tariff bill passed 
the Senate on last Friday and the House 
on Saturday and today shortly afternoon 
President Hoover signed it. The new 
law went into effect at midnight, less 
than 12 hours after it had been signed. 


There has been considerable misunder- 
standing about the action taken by the 
conferees last week on the watch sched- 
ue, details of which were printed in last 
week’s issue of JEWELERS’ CIRCULAR, be- 
cause of the statements made following 
the conference to the newspaper men by 
Senator Smoot of Utah, chairman of the 
Finance Committee and in charge of the 
tariff bill. 

Tariff experts who have gone into the 
watch schedule carefully now point out 
that the effect of the change will be to 
reduce the duty on a fifteen jewel watch 
by 40 cents and not by 75 cents as 
Senator Smoot stated at his newspaper 
conference. 

The 20 cent rate on set jewels, it is 
now explained by the experts, applied 
oly to watch movements having more 
than seven jewels, and is to be charged 
to each jewel “in excess of seven,” so 
that the reduction in the rate to 15 cents 
would mean only a reduction of 5 cents 
per jewel! on eight jewels in the case of 
a fifteen jewel watch or 40 cents. 


It was not unnatural that Senator 
Smoot should have made the mistake 
that he did at the time he gave out his 
interview, especially in view of the fact 
that he did not have the data before him. 
The watch schedule is probably the most 
complicated in the entire tariff bill. 

Details of all of the rates of interest 
to our readers have been printed in full 
in JEWELERS’ CIRCULAR from time to time 
as any changes have been made in the 
tariff bill, the final watch schedule ap- 
pearing in the last issue. 

Here are a few of the paragraphs of 
the new law: 

Par. 339. Table, household, kitchen, 
and hospital utensils, and hollow or flat 
ware, not specially provided for: plated 
with platinum or gold, 65 per centum ad 
valorem; plated with silver, 50 per cen- 
tum ad valorem; composed of iron or 
steel and enameled or glazed with vitre- 
ous glasses, 5 cents per pound and 30 
per centum ad valorem; composed wholly 
or in chief value of aluminum, 8% cents 
Per pound and 40 per centum ad 
Valorem; composed wholly or in chief 
value of copper, brass, steel, or other 
base metal, not plated with platinum, 
gold, or silver, and not specially pro- 
Vided for, 40 per centum ad valorem; 
the foregoing rates shall apply to the 
foregoing articles whether or not con- 


into Effect Midnight, June 17 


taining electrical heating elements as 
constituent parts thereof. 


Par. 380. German silver, or nickel 
silver, unmanufactured, 20 per centum 
ad valorem; nickel silver sheets, strips, 
rods, and wire, 30 per centum ad valo- 
rem. 


Par. 397. Articles or wares not spe- 
cially provided for, if composed wholly 
or in chief value of platinum, gold, or 
silver, and articles or wares plated with 
platinum, gold, or silver, or colored with 
gold lacquer, whether partly or wholly 
manufactured, 65 per centum ad valo- 
rem; if composed wholly or in chief 
value of iron, steel, lead, copper, brass, 
nickel, pewter, zinc, aluminum, or other 
metal, but not plated with platinum, 
gold, or silver, or colored with gold 
lacquer, whether partly or wholly man- 
ufactured, 45 per centum ad valorem. 

On the Free List are: 

Par. 1668. Diamonds and other precious 
stones, rough or uncut, and not advanced 
in condition or value from their natural 
state by cleaving, splitting, cutting, or other 
process, whether in their natural form or 
broken, glaziers’ and engravers’ diamonds, 
any of the foregoing not set, miners’ dia- 
monds, and diamond dust. 

Par. 1734. Ores of gold, silver, or 
nickel; nickel matte nickel oxide; ores 
of the platinum metals; sweepings of 
gold and silver. 


Par. 1738. Pearl, mother of, and shells, 
not sawed, cut, flaked, polished, or other- 
wise manufactured, or advanced in value 
from the natural state. 


Par. 1744. Platinum, unmanufactured 
or, in ingots, bars, sheets, or plates not 
less than one-eighth of one inch in thick- 
ness. 


The Jewelry Schedules 


Par. 1527 (a). Jewelry, commonly or 
commercially so known, finished or un- 
finished (including parts thereof) ; 


(1) composed wholly or in chief value of 
gold or platinum, or of which the metal 
part is wholly or in chief value of gold or 
platinum, 80 per centum ad valorem; 

(2) all other, of whatever material com- 
posed, valued above 20 cents per dozen 
pieces, 1 cent each, and in addition thereto 
three-fifths of 1 cent per dozen for each 1 
cent the value exceeds 20 cents per dozen, 
and 50 per centum ad valorem; Provided 
none of the foregoing shall be subject to a 
less amount of duty than would be payable 
if the article were not dutiable under this 
paragraph. 

(b) Rope, curb, cable, and fancy patterns 
of chain not exceeding one-half inch in 
diameter, width or thickness, valued above 
30 cents per yard, of gold or platinum, 80 
per centum ad valorem; of any other metal, 
whether or not plated with gold or plat- 


inum, 6 cents per foot, and in addition 
thereto three-fifths of 1 cent per yard for 
each 1 cent the value exceeds 30 cents per 
yard, and 50 per centum ad valorem. 


(c) Articles valued above 20 cents per 
dozen pieces, designed to be worn on 
apparel or carried on or about or attached 
to the person, such as and _ including 
buckles, cardeases, chains, cigar cases, cigar 
cutters, cigar holders, cigar lighters, cigarette 
cases, cigarette holders, coin holders, collar, 
cuff, and dress buttons, combs, match boxes, 
mesh bags, and purses, millinery, military 
and hair ornaments, pins, powder cases, 
stamp cases, vanity cases, watch bracelets, 
and like articles; all the foregoing and parts 
thereof, finished or unfinished: 


(1) Composed wholly or in chief value of 
gold or platinum, or of which the metal 
part is wholly or in chief value of gold or 
platinum, 80 per centum ad valorem: 


(2) composed wholly or in chief value 
of metal other than gold or platinum 
(whether or not enameled, washed, cov- 
ered, or plated, including rolled gold plate), 
or (if not composed in chief value of metal 
and if not dutiable under clause (1) of this 
subparagraph) set with and in chief value 
of precious or semiprecious stones (pearls, 
cameos, coral, amber, imitation precious or 
semiprecious stones, or imitation pearls, 1 
cent each and in addition thereto three-fifths 
of 1 cent per dozen for each 1 cent the 
value exceeds 20 cents per dozen, and 50 
per centum ad valorem. 


(d) Stampings, galleries, mesh, and other 
materials of metal, whether or not set with 
glass or paste, finished or partly finished, 
separate or in strips or sheets, suitable for 
use in the manufacture of any of the fore- 
going articles in this paragraph, if of gold 
or platinum, 75 per centum ad valorem; if 
of other metal or metals, plated or unplated, 
80 per centum ad valorem. 


The Gem Schedules 


Par. 1528. Pearls and parts thereof, drilled 
or undrilled, but not set or strung (except 
temporarily), 10 per centum ad valorem; 
diamonds, coral, rubies, cameos, and other 
precious stones and semiprecious stones, cut 
but not set, and suitable for use in the man- 
ufacture of jewelry, 10 per centum ad 
valorem; imitation precious stones, cut or 
faceted, imitation semiprecious _ stones, 
faceted, marcasites and imitation marcasites, 
imitation half pearls and hollow or filled 
imitation pearls of all shapes, without hole 
or with hole partly through only, 20 per 
centum ad valorem; imitation precious 
stones, not cut or faceted, imitation semi- 
precious stones, not faceted, imitation jet 
buttons, cut, polished or faceted, imitations 
of opaque precious or semiprecious stones, 
with flat backs and tops, cut and polished, 
but not faceted, 60 per centum ad valorem; 
imitation solid pearls and iridescent imita- 
tion solid pearls, unpierced, pierced or 
partially pierced, loose, or mounted, of 
whatever shape, color, or design, shall bear 
the same rate of duty. as is applicable under 
pararaph 1503 to beads of the same char- 
acter. 
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Hold Annual Meeting 





American Clock Manufacturers Gather at 
Farmington, Conn., to Hear Reports, 
Elect Officers and Enjoy 
Golf Tournament 
FARMINGTON, CONN., June 16.—Rep- 
resentatives of all the important Amer- 
ican clock manufacturers gathered at 











the Farmington, Conn., Country Club 
last Thursday and Friday for the annual 
meeting of the Clock Manufacturers 
Association. Several business sessions 
were held at which reports were read 
and officers were elected. 

It was brought out at the meeting that 
notwithstanding business conditions, the 
American public, business and com- 
mercial institutions, and home owners, 
through a growing realization of the im- 
portance of time, find they are not ade- 
quately equipped with clocks unless they 
have a “Clock in Every Room,” and the 
demand for clocks has not fallen off to 
the same degree or percentage as noted 
in other home furnishings. The advent 





of the electric clock has also been an im- 
portant factor in the ever increasing de- 
mand for more clocks. 

Then there is the interior decorator 
who, conforming to the changing trend, 
has decreed that each room must have 
its own particular type of clock to 
harmonize with the rest of the furnish- 
ings, and that no well appointed room 
1s complete without its clock. According 
to a recent survey the average home has 
5.8 clocks—at least three ahead of the 
automobile industry that advocates two 
cars for every home. 

The meeting opened with a luncheon 
at 12 o’clock noon on Thursday followed 
by a golf tournament in the afternoon. 
Edward Stevens, of the New Haven 
Clock Co., was presented with a prize for 
low score at the annual dinner that 
night. During the dinner, President 
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Edward Ingraham presented his annual 
report. 

On Friday morning the business meet- 
ing was conducted by President In- 
graham during which reports of the of- 
ficers and committees were read. 

Officers elected were: Edward In- 
graham, E. Ingraham Co., Bristol, Conn., 
president; Walter Herschede, Herschede 
Hall Clock Co., Cincinnati, vice-presi- 
dent, and W. S. Hays, Philadelphia, sec- 
retary-treasurer. 


The following were present during the 
meeting: The E. Ingraham Co.: Edward 
Ingraham, H. A. Keller, F. W. Brown, 
H. P. O’Dea, H. S. Cubberly, D. S. In- 
graham; The New Haven Clock Co.: 
P. H. English, R. H. Whitehead, Edward 
Stevens, George A. Whitney; Wm. L. 
Gilbert Clock Co.: N. F. Thompson, Jr., 
O. G. Williams, R. J. Leighton; Seth 
Thomas Clock Co.: S. F. Ferguson, B. A. 
Weathers, A. D. Mellor, E. R. Kaiser, F. 
Gibbs, E. H. MacCoul, M. T. Adams; 
Western Clock Co.: F. Keller, R. H. 
Matthiessen; The Lux Clock Mfg. Co.: 
H. A. Soper, Paul Lux, Fred Lux, Her- 
man Lux; Herschede Hall Clock Co.: 
Walter J. Herschede, Robert E. Wilkes; 
Sessions Clock Co.: W. K. Sessions, C. 
B. Sanford, R. H. Jackson, J. A. Keane; 
Waterbury Clock Co.: C. H. Granger, 
C. H. Hall, A. L. Daniells, O. M. Goge, 
G. A. Roskarn; Warren Telechron Co.: 
C. E. Davis, I. W. Kolsins; Hamilton 
Sangmo Corp.: R. C. Lanphier, Jr., and 
W. S. Hays: Clock Manufacturers As- 
sociation. 








Six ladies’ rings and four men’s watch 
chains valued at a total of $93 were 
stolen recently from Franken’s jewelry 
store, 424 Crane St., Schenectady, N. Y. 
The theft took place at night, and in- 
vestigation proved that entrance had 
been gained through a door opening into 
an unoccupied theater. 









Boston upon the 
visit of the 
famous explorer 
to that city. 








Jewelry Stores Begin to Appear in 
Texas Towns of 1000 and Over, 
Says University Survey 


WASHINGTON, D. C., June 12.—In 
Texas towns of 1000 or more population 
jewelry stores begin to appear as spe- 
cialized shops according to a survey 
made by the University of Texas. 

The checking of actual lines of mer- 
chandise in Texas retail stores from the 
cross roads to the metropolitan market, 
is claimed by the University to show the 
beginning of a tendency toward special- 
ization in towns of from 400 to 500, 
which, however, does not culminate in a 
sufficient number of specialized outlets 
to insure the adequate shopping facilities 
of a primary retail market in cities of 
less than 100,000. 

The University prepared a table which 
shows the approximate population of the 
communities in which the various stages 
of specialization are reported to begin to 
appear. This table shows retail jewelry 
stores appearing in towns of 1000 popu- 
lation and better. 

Studies of consumer habit made by 
the University are reported to have 
shown that families whose annual in- 
come is less than $3,000 usually are able 
to satisfy their needs in smaller cities of 
less than 100,000 population. This class 
is said to trade very little outside of the 
community in which they live, unless it 
is a small town or within twenty miles 
of a large city. In cities of more than 
100,000 population, it is stated, families 
whose annual income exceeds $5,000 are 
most likely to be responsible for the 
business that is lost to a larger city. 








Clean getaway was made by the thief 
who crashed a stone through the show 
window of the Savin Jewelry Co. store, 
209 S. Third St., Hamilton, Ohio, re- 
cently. Police report five pocket watches 
were stolen. 
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FANCY CUT 
DIAMONDS 


S Ol BEEKMAN STREET ~NEW YORK CITY, 























High Class. Fancy China Ware 


Figures, Animals, Vases, Table-Decorations 
Special Style in Under-Glaze-Painting. 


EXS Porzellanfabrik KARL ENS 
Rudolstadt - Volkstedt 
Nz (Thiringen) GERMANY 


Please visit us at the 
International Exposition of American Import Trade 
New York—August 4-9, 1930 
Grand Central Palace—STAND 237. 








Watchmakers, 
ATTENTION! 


Would you like to have a complete course in 
ADJUSTING by an authority in this inter- 
esting subject? Theo. Gribi gives an ex- 
haustive treatment of the governing laws and 
the most practical methods in his book, 
“PRACTICAL COURSE IN ADJUST: 
ING.” Over 200 pages including many plates, 
tables, and charts. Invaluable information. A 
complete coverage of the subject by a master 
workman—practical rather than purely tech- 


nical. 


Convenient size, nicely bound. Price only 
$1-50. Order a copy today from— 


THE JEWELERS’ CIRCULAR 
239 West 39th Street 
NEW YORK N. Y. 
































LOUISE. & 
BERGER, Inc. [eA 


Manufacturer 





Ne. 38 


ve. 87 


WEDDING RING MOUNTINGS 


Seamless - 18 K. Gold 
Attractive Prici 


64 Fulton St. Ramples Sent on a New York 








B. ROEDE & SONS 


PLATINUMSMITHS 
SPECIAL ORDER WORK FOR OVER 45 YEARS 


THAT’S ALL 
142 FULTON STREET 





NEW YORK 
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New Association Gets Under Way 





Philadelphia Retail Jewelers’ Guild Maps Out Membership 
Campaign and Plans Fall Advertising 


PHILADELPHIA, June 16.—That the 
Philadelphia Retail Jewelers’ Guild, or- 
ganized last week at an enthusiastic 
meeting, will be a much larger and more 
active organization for the benefit of 
the cash retail jeweler is indicated by 
activity of the organization committee 
named at the initial session. Members 
of this committee are: Joseph O’Laugh- 
lin, chairman; William J. Fulton, Fred 
H. Straub, Frank J. Davis, William L. 
Gsand, James J. McCann, Mr. Traben, 
L. S. Haas, C. H. Hambly, Fred J. 
Cooper, Joseph Weinhofer, Alfred Zell, 
David Greenberg, William D. Pinkstone, 
Ira D. Garman, Raymond Hess, Ralph 
M. Seaman, Harry Linde. 

Members of the committee met this 
week and mapped out a tentative or- 
ganization campaign with the objective 
of enrolling every one of the cash re- 
tailers in the city. The members of the 
committee believe that the only method 
of combatting effectively the many 
evils complained of by the trade is 
to organize 100 per cent strong and then 
set about redressing the grievances, 
scores of which were outlined at the 
opening meeting. It was pointed out 
on this occasion, both by John D. En- 
right, who presided, and almost every 
other jeweler present, that the indi- 
vidual has little weight with the manu- 
facturer or wholesaler but with the back- 
ing of all or almost all in the trade here, 
there is a practical certainty that an 
organization will be listened to when 
complaints are made. 

One of the things planned by the 
Guild and which was received with en- 
thusiasm when suggested by Mr. En- 
right, is a local publicity campaign to 
make the public more jewelry conscious 
and at the same time stress importance 
of buying jewelry from a_ reputable 
jeweler. Details of this campaign are 
to be worked out during the summer 
and the plan placed before the Guild 
early enough in the fall, to make the 
Suggested campaigns effective for the 
holiday buying season. Cooperative ad- 
vertising in the local daily newspapers 
is one feature to be advocated. 

One of the most important features 
of the suggested campaign is a jewelry 
show, to be staged on an elaborate 
scale at one of the largest hotels or in 
some other effective place to which the 
public will be invited and which will 
last through a week. Present plans call 
for this affair to be something on the 
lines of that conducted by local florists 
just before Easter this year and which 
was not only a profitable venture finan- 
cially but made the public more flower 
conscious, according to leading florists. 
The fact that a sizeable admission fee 
was charged, had no effect on the at- 
tendance, and leading jewelers see 


no reason why the public will not pay 
to see the very newest things in jewelry, 
when properly displayed. J he success 
of the silver exhibition at the recent con- 
vention of the state retailers associa- 
tion in York, is pointed out by Fred J. 
Cooper and others interested in its man- 
agement as an example of what can be 
done in that line and they state that 
the public interest displayed in that 
event shows what could be done with an 
exhibition here. . Plans are in_ the 
making to have the jewelry exhibition 
made a permanent annual feature of 
Philadelphia’s social life. 

Regular meetings of the Guild were 
set for the first ‘Tuesday of each month 
and with the organization committee 
busy, it is expected a larger meeting 
place will have to be obtained for the 
July meeting. As chairman of the 
dinner committee, Charles H. Hambly, 
received many compliments. 
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Retail Jewelry Survey 





Department of Commerce Explains Scope 


of Work Sponsored by the A. N. R. J. A. 


WASHINGTON, D. C., June 13.—The 
Department of Commerce has issued a 
statement in connection with the new 
retail jewelry survey in which it states 
that “the American National Retail 
Jewelers’ Association is sponsoring a 
survey of the retail jewelry trade, in 
connection with which it will utilize the 
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fact-finding facilities of the Domestic 
Commerce Division.” 

“According to present intentions, says 
the department, some 4000 question- 
naires will be sent out this summer to 
retail jewelers in all parts of the coun- 
try, to obtain a wide range of con- 
fidential information on all questions 
relating to their merchandising practice. 

Among points covered for each store 
according to tentative plans, will be its 
location and surroundings; the size and 
characteristics of its community; and 
the age of the business and length of 
time in its present location. The own- 
er’s or proprietor’s salary and total per- 
sonnel expense and other expense items 
will be ascertained; the number of 
permanent employes and their func- 
tions; the inventory and budget prac- 
tice of each jeweler; the trend of sales 
volume in recent years, and by months 
in 1929; terms of sale-cash, open credit, 
and instalment—and the percentage of 
total volume sold on each; percentage 
of credit losses, and the store’s merchan- 
dise return policy. 

A departmental analysis of stock and 
sales in 1929 will be requested, which 
will include, for the last fiscal or calen- 
dar year, and the preceding year, the 
inventory value of stock, net sales, and 
gross profit. An attempt will be made 
also to get a breakdown of the inventory 
value of stock according to the length 
of time it had been in the store, i.e., less 
than one year, one to three years, or 
longer. 

The total purchases of merchandise 
in 1929 will be sought; the number and 
types of sources of supply; amounts 
taken in discounts; departments in 
which markdowns were greatest; the 
percentage of extreme style goods sales 
and whether clearance sales or other 
special sales are held. Each jeweler will 
be asked regarding his delivery practices 
and costs, total advertising expenditures 
for the past five years, and the adver- 
tising media used in 1929. 








Northern California Jewelers’ Golf 
Association Holds Tournament 


SAN FRANCISCO, CAL., June 12—Forty 
wholesalers and retailers teed off in the 
golf tournament of the Northern Cali- 
fornia Jewelers’ Golf Association last 
Friday at 1 p.m. S. H. Tanner of the 
Gorham Co. was chairman of the golf 
committee for the tournament, which 
was held at the Capuchino Golf and 
Country Club, about 15 miles from San 
Francisco, on the west side of El 
Camino Real Highway. Following the 
tournament, there was a dinner at the 
club, which was attended by the par- 
ticipants and some of the non-playing 
jewelers. 

Great foresight had been shown in all 
the arrangements, even to the smallest 
detail. Everything went smoothly and 
with vim. 

‘The prizes, all of sterling silver, were 
won by E. H. Forestier, winner of the 
low gross; Harold Canter, low net, and 
W. R. Burke, low nine. 
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GEMS 


‘Precious Stones 


‘Dealers . (utters . Importers 


SIX WEST FORTY-EIGHTH STREET 


NEW YORK 


HEAD OFFICE: GINZA, TOKIO 


BRANCHES: 
ME 


HAUSSMANN 


PEARL CULTURE FARMS 


GOKASHO BAY AND AGO BAY MIYEKEN 
BAY, NAGASAKIKEN NANAO BAY, ISHIKAWAKEN 


PALAO ISLAND 
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Emeralds Catseyes 
Rubies Star Rubies 
Sapphires Star Sapphires 
Chinese Jade 
Black Opals Aquamarines 
and other 


AMERICAN GEM & PEARL Co. 


Paris 
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JUNE 16th, 1930 
----to be EXACT 


Copyright 1929 


President Hoover an- 
nounced his intention 
to approve the Hawley- 
Smoot Tariff. 


The President’s announce- 
ment brings to an end the 
uncertainty under which 
business has had to operate 
since early in 1929. 


‘Under the new tariff 


schedule diamond smug- 
gling will be unprofitable. 
For this reason our 
entire industry hails the 
passage of the Hawley- 
Smoot Act. 


A Sea \\ cat 


10 West 47"Street 
New York. 
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Sent to Prison 





Serve 


four Philadelphia Bandits Must 
Terms of 20 Years for Holdups 


BALTIMORE, Mp., June 16.—Swift Bal- 
timore justice scored again here Friday 
when four Philadelphia bandits indicted 
for holdups, including the sensational 
robbery in the jewelry shop of George 
F, Ruoff, 300 block N. Charles St., were 
each sentenced to 20 years in the Mary- 
land Penitentiary. The bandits so sen- 
tenced were George Meredith, 24; Alfred 
Hyatt, alias “Herring,” 25; Charles 
Kramer, 25; and Edwin West, 26. 


Arrest, indictments, trial and convic- 
tion, and sentence were scored by Police 
Commissioner Charles D. Gaither and 
State’s Attorney Herbert R. O’Conor in 
less than a month. West was named by 
Detective Captain Charles H. Burns as 
the “directing head” of the mob. West’s 
wife and another woman have been 
tuned over to the Philadelphia police 
on a charge of receiving stolen jewelry 
as the result of a Philadelphia jewelry 
store holdup perpetrated by members of 
the gang. 

The attack at the Ruoff store hap- 
pened shortly before noon, May 21. Sen- 
tence against the bandits was pro- 
nounced by Judge Robert F. Stanton, in 
Criminal Court, 23 days after the crime 
was committed. Baltimore detectives 
seized and confiscated a .44 calibre rifle 
and seven pistols when they made their 
clean-up against the gang. 

As previously told in THE JEWELERS’ 
CircULAR, Mr. Ruoff and two customers 
were attacked and gagged. An observer 
of the robbery saw what was going on 
through a window and he immediately 
went to the street and brought two traffic 
policemen. The policemen broke open 
the door of the Ruoff store, leveled their 
pistols at the bandits and forced them to 
surrender under penalty of instant 
deathh The arrests were among the 
most daring in the history of the Balti- 
more Police Department. 








Alleged Bandit Confesses Robbery 
After Arrest in Phoenix, Arizona 


PHOENIX, ARIZ, June 14.—William 
Hill, said to be an ex-convict, was ar- 
tested several days ago and after being 
identified by his victims, confessed, ac- 
cording to the police, that he had robbed 
Al C. Gottlieb of Mack Gardner, Inc., 
diamond brokers and the Owl Drug 
Store, both in this city. The prisoner, 
it is claimed, broke down after he was 
identified by Mr. Gottlieb, who told the 
Police that Hill first bound him and 
then robbed him of $175 in cash and a 
$350 ring. 

Hill, with four other persons, was 
atrested after a woman had notified the 
Police of the suspicious actions of per- 
sons living at 14th and Hilton Sts. 
One man and a woman were released 
from custody shortly afterwards, but 
the police are still holding Hill and a 
couple said to be man and wife. Hill, 
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according to the police, is taking full 
blame for the local robberies, but the 
authorities are nevertheless detaining 
the couple pending the outcome of an 
investigation now being conducted. 

The ring taken from Mr. Gottlieb has 
been recovered, but no trace of the cash 
has been found. 
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Chicago Diamond Importer Robbed 
of Gems Worth $25,000 


CuicaGo, June 14.—Franklin Meyers, 
Jr., of Franklin Meyers & Son, diamond 
importers with offices at 29 E. Madison 
St., was the victim of holdup men last 
Wednesday morning. 

Mr. Meyers. had just left the retail 
jewelry store of E. Strassburger, 2630 
Lincoln Ave., and entered his automobile 
when two men approached him. One 
of the pair hit him with the butt end 
of a gun and made him move out of the 
driver seat. While one of the bandits 
frisked him the other drove the car. 

After driving into a lonely street 
about two blocks from the store they 
threw Mr. Meyers out of the car and 
escaped with loose diamonds and dia- 
mond mounted jewelry amounting to 
about $25,000, all of which are fully in- 
sured. The next day police reported hav- 
ing located Mr. Meyers’ car at North 
and Clybour Aves. 











Wide World Photo 

THIS NAPOLEONIC MEDAL, ONE OF NA- 

POLEON’S LAST GIFTS TO HIS FRIENDS 

AT ST. HELENA JUST BEFORE HE DIED, 

WAS PICKED UP AT THE FRONT IN 

FRANCE DURING THE LAST MONTHS OF 
THE WORLD WAR 
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Samples Worth $30,000 Stolen 


New York Salesman Loses Diamond Rings 
When Thief Drives Off in His 
Automobile 





An automobile containing two sample 
cases in which were diamond rings 
valued at $30,000 was stolen from Har- 
vey Epstein, New York salesman for the 
Princess Ring Co., Inc., of Providence, 
R. IL, on the morning of June 4, while 
he was ringing the doorbell at his 
brother’s home, 1920 Harrison Ave., the 
Bronx, New York. 

Mr. Epstein had driven the car up to 
the curb at about 10.30 a. m., and parked 
opposite the apartment house where his 
brother, Milton Epstein lived. Seeing 
George Mark, father-in-law to his 
brother, an old man of 71 years, in front 
of the house, the salesman asked him to 
watch the car while he signaled Milton 
that he had arrived. The aged gentle- 
man walked over to the curb and stood 
by the automobile, while Epstein went 
to ring the bell, leaving the key in the 
ignition switch. 

No sooner had he left the car when a 
man crossed from the other side of the 
street and got into the car behind the 
steering wheel. Mark told him to get 
out, but the intruder replied “Get out 
of the way.” 

The old man shouted to Epstein, who, 
seeing what was going on rushed around 
in front of the machine, which had not 
yet begun to move, and attempted to 
get control of the car by grabbing of, 
the steering wheel. The man thrust him 
aside into the street, and the car rolled 
off. At precisely the moment the auto- 
mobile began to move, another machine 
filled with men drove up abreast of the 
salesman’s automobile, and the two cars 
speeded off together. 

Epstein commandeered another auto- 
mobile and gave chase, but all trace of 
the pursued cars was lost on Burnside 
Ave. The salesman reported the loss to 
a patrolman at once, and Police Head- 
quarters was notified. The stolen auto- 
mobile was discovered, abandoned, dur- 
ing the latter part of the week, but no 
trace of the missing jewelry has been 
unearthed. 

The loss was covered by insurance, 
according to a statement given out at 
the New York office of the Princess Ring 
Co., at 48 W. 48th St. 








Burglars Drill Safe in Wisconsin 
Rapids Store and Secure Jewelry 
Valued at $3,500 


WISCONSIN Rapips, Wis., June 13.— 
Burglars entered the M. Weller jewelry 
store last week, drilled holes in the 
safe just above the dial, and secured 
diamonds and jewelry valued at $3,500. 
The robbers smeared the knobs of the 
inner door with grease and also the 
handles of the safe, making it impossible 
to detect fingerprints. They entered the 
store by unlocking the outer door with 
a skeleton key. 

Mr. Weller carries $3,000 worth of 
theft insurance. 
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Jewelry Industry of Gablonz 





American Consul at Prague Reports Drop 
in Business in Last Half of 1929 Due 
to American Tariff and Competition 


WASHINGTON, D. C., June 17.—The 
jewelry industry of Gablonz was very 
favorably employed during the first hal 
of last year when fashion favored it, 
according to a report to the Department 
of Commerce from American Consul 
General Arthur C. Frost, at Prague, 
Czechoslovakia. However, he continues, 
a decline was noticed in the second half 
of the year, and toward the end of the 
year a lack of orders was reported. 

“This industry,” the report continues, 
“suffers from growing foreign competi- 
tion and the manufacturers complain 
that the American tariff not only pro- 
tects our home industry but also enables 
the United States to offer keen and 
growing competition to Gablonz goods 
in other markets. The Pforzheim, Bir- 
mingham, and French jewelry industries 
have adapted their prices to those of 
the Czechoslovak products. During the 
second half of the year it became clearer 
that the Gablonz industry had lost cer- 
tain ground in the world market, and 
the domestic manufacturers have been 
urged to make special efforts by im- 
proved production methods to keep pace 
with foreign competition or surpass it. 
However, even with reference to certain 
articles in which the Gablonz industry 
is dominant or has a virtual trade 
monopoly, the turnover remained below 
the average volume of recent years, 
owing to the economic depression toward 
the end of the year.” 

The report states that the prices dur- 
ing the year held fairly constant. “The 
diversified jewelry business,” it states, 
“as well as crystal beads, was able to 
hold its price level. In the case of 
imitation pearls that had such a good 
market in 1928, there was a decided drop 
in price, especially in the pearls known 
as the ‘creme a la mode.’ 

“In March these imitation pearls sold 
for $1.41 per dozen, and within three 
months they had dropped to 47 cents per 
dozen. This is typical of the violent 
fluctuations which Gablonz products may 
suffer in the event of quick changes in 
demand. The competition among the 
manufacturers brought down the price 
of pearls to little above the actual cost 
of production.” 

The Gablonz export business, the re- 
port, states “is very largely directed to 
the United States. The American 
jewelry trade, leading department and 
chain stores, and the American costume 
industry, offer a huge market, and the 
trade is well organized. 

“Providence, R. I., is the largest con- 
sumer of Gablonz imitation goods, fol- 
lowed by Attleboro, Mass. While it is 
claimed that, compared with total Amer- 
ican production, the percentage of imita- 
tion stones and jewelry supplied by 
Czechoslovakia is relatively small, the 
American market is all important to 
this country and provides at present the 
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outlet for nearly five-sixths of its total 
production. Of exports to the United 
States, practically all the jewelry and 
beads come from the Gablonz region, 
and nine-tenths of the imitation stones 
originate there.” 
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Southeastern California Jewelers 
Oppose Proposed State 
Excise Tax 


HUNTINGTON ParRK, CAL., June 12.— 
At one of the most enthusiastic meet- 
ings ever held by the Southeastern Re- 
tail Jewelers Association, 42 jewelers 
sat down to an inviting dinner, last even- 
ing, and formulated plans for promoting 
further friendly relations between mem- 
bers of the industry. President Clar- 
ence Runyon, one of the recently elected 


officers of the California Gold and 
Silversmiths Association, was in the 
chair. 


Business was deferred until J. Nichols, 
a local retailer, had concluded a talk 
on “Credits.” Mr. Nichols summed up 
the entire situation by stating that no 
one set rule would apply to the solu- 
tion of the extending of credit. 

“Each case must be handled in a 
manner pertaining to conditions; also 
to the willingness and ability of the 
debtor to pay,” he said. “There are no 
two cases alike. A man may be an 
excellent risk at the time the transaction 
is made,” he continued, “but he may lose 
his money the next day. I have a case 
in mind where the customer was rated 
at $200,000, but the stock market 
crash came and wiped out his entire 
holdings. He had purchased a valuable 
diamond article, but being honest, he 
returned the merchandise. 

“I pay more attention to the man’s 
replies and to his general attitude when 
being questioned regarding his power to 
pay. Also in these days, where almost 
everything is bought on deferred pay- 
ments, the seller must endeavor to 
learn how much the buyer is pledged to 
pay each month for other articles to see 
that he is not purchasing too many goods 
in proportion to his ability to pay.” 

J. Lewis, of the Schloss Mfg. Co., 417 
E. Pico St., gave a comprehensive talk 
on clocks. Arthur Dibbern, president of 
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the San Fernando Retail Jewelers Ag. 
sociation, and Lyle Merithew, president 
of the Long Beach Retail Jewelers Ag. 
sociation, each made stirring addresses, 

The first order of business was a dig. 
cussion of a proposed excise tax of 5 
per cent on luxuries by the State of 
California, which President Runyon 
said was aimed directly at the jewelry 
trade. Each jeweler was importuned 
to get in touch with his representative 
to the legislature and protest against 
such an unjust tax. 

The next meeting was set for Wednes. 
day, July 9, at which time Glenn Averil], 
secretary of the organization, will give 
a talk, while an expert on jewelry will 
also make an address. 

E. R. Allen, secretary of the State 
Jewelers association, gave a brief ap. 
count of the results of the recent cop. 
vention and Pageant of Jewels. 











Government Will Sell Watch Move. 
ments, Rings and Diamonds at 
Auction in New York, June 26 


On Thursday, June 26, the United 
States Marshal will sell at public aue- 
tion, in New York, watch movements, 
rings and diamonds seized by the govern- 
ment for the nonpayment of duty. 
The sale will open at 12 o’clock noon in 
Room 307 on the third floor of the Old 
Post Office building, downtown. 

Listed under Sale No. 1 in a catalog 
sent out by the government, the Mar. 
shal will offer 795 watch movements 
having a foreign value of $1,702 and 
appraised in this country at $4,097. In 
another lot there will be sold a black 
pearl and diamond ring worth $4,000 
abroad and valued in the United States 
at $7,200. Under Sale No. 3 the Mar- 
shal will offer what is described as a § ° 
$20 gold coin watch which will be sold J ¢ 
as one movement, 17 jewels and one § ° 
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case having a total worth in this coun- 
try of $370. The movement has a home 
value of $70, while the case is appraised 
in this country as being worth $300. b 
In this same lot is a diamond wrist J ° 
watch, a 16 jewel movement worth here § ! 
$40 and a case valued in this country at § 3 
$700. A wristlet, which will also b § ° 
offered, has a foreign value of $100 and 
a domestic worth of $175. <A stone ina § ? 
ring will be offered as one unset diamond 
under Sale No. 4. This is appraised in 
the United States at $275, while two 
other unset diamonds to be sold have 4 
total home value of $2,200. 






















Julius Goodman & Son is the style of 
a new jewelry store at 10 S. Main 
Arcade, Bank of Commerce building, 
Memphis, Tenn., a new store in a new 
Arcade. It is toward the east end of 
the Arcade which runs from Main # 
Maiden Lane. Joseph A. Goodman is 
with his father in the business and the 
store has re-opened in response to al 
insistent demand of old friends amd 
patrons. It will specialize in antique 
and unusual silver, remounting and spt 
cial orders. 
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New Watch Schedules Explained 


President of American Watch Importers Association Interprets the Paragraph of the New 


The various ramifications of the 
paragraph on watch movements in the 
Hawley-Smoot Tariff Law are indeed 
perplexing to even very well informed 
members of the jewelry trade. In order 
that its readers may gain an understand- 
ing of the fundamental principles upon 
which the paragraph relating to watch 
movements is based, an analysis of that 
aspect of the present law was obtained 
by THE JEWELERS’ CIRCULAR from Henri 
Schwob, president of the American 
Watch Importers Association. Mr. 
Schwob’s interpretation is as follows: 

“The new tariff law on watch move- 
ments imposes three distinct duties: A 
base rate, a jewel rate, and an adjust- 
ment rate. 

“The base rate is imposed in relation- 
ship to the size of the movement, the 
smallest size having the highest base 
rate and the pocket size movement hav- 
ing the lowest base rate. According to 
sizes, from one and one-half inches wide 
or more, to six-tenths of an inch wide 
or less, the base rates are: $1.25, $1.40, 
$1.55, $1.75, $2, $2.25, and $2.50. 

“The jewel rate provides that any 
movements having more than seven 
jewels are subject to an additional duty 
of 15 cents for each jewel in excess of 
seven. The only exceptions to this ruling 
are movements having more than 17 
jewels, in which case there is provided 
aduty of $10.75 for each movement. 

“According to the adjustment rate, 
each movement is subject to an addi- 
tional duty of $1 for each adjustment, 
of whatever kind (treating an adjust- 
ment to temperature as two adjust- 
ments) .”” 

Two of the most popular movements 
being used at present are the 10% and 
6% line sizes. The base rate on the 
10% to 11 line size, which is the same 
as the 6/0 to 9/0 size, is $1.75. In the 
case of movements having no jewels or 
one jewel, the base rate is reduced 40 
per cent, which makes the duty $1.05, 
a& against the 1922 rate of $0.75. With 
more than one jewel and up to seven 
jewels, the rate is $1.75. The 1922 rate 
for this class of movements was $0.75, 
giving an increase of $1. For move- 
ments having over seven jewels there is 
a further duty of 15 cents for each ad- 
ditional jewel, so that a 15 jewel, 10% 
line movement is dutiable at $2.95 as 
against $2 under the 1922 tariff. For 
movements having 17 jewels, the rate is 
$3.25, as against the 1922 rate of $2.75. 
The increase is less in 17 jewel move- 
ments, as the difference for this class 
ls only 50 cents. This, of course, is for 
Movements marked unadjusted. Ad- 
justed movements shall be subjected to 
n additional duty of $1, for each addi- 
tional adjustment. For movements hav- 








Tariff Law 


ing over 17 jewels, the duty remains the 
same as in the 1922 law, namely $10.75. 

The 6% line size has a base rate of 
$2.25. Movements of this size having 
one or no jewels have also a 40 per cent 
reduction, making the duty $1.35, as 
against $0.75, the duty under the 1922 
tariff. For movements having up to 
seven jewels, $2.25 is contrasted against 
$0.75, the 1922 rate. The duty on move- 
ments having over seven jewels provides 
the same increase of 15 cents for each 
additional jewel. This shows 15 jewel 
movements of the 6% line as dutiable 
under the new tariff law at $3.45, as 
against the rate of $2 under the 1922 
law, an increase of $1.45. Seventeen 
jewel movements are dutiable at $3.75 
as against $2.75, an increase of $1. 
Adjusted movements of this class are 
also subjected to an additional duty of 
$1 for each adjustment. 

“The Hawley-Smoot Tariff Law shows 
a very substantial increase in duty on 
watch movements. It would be rash at 
this stage of the game to make any pre- 
dictions as to what the result will be. 
There is no doubt in my mind, however, 
that the smuggling of watch movements 
will be tremendous unless proper steps 
are taken to protect the honest importer. 
This can only be done by the earnest 
cooperation of all legitimate watch 
houses, and the building up of a very 
substantial fighting fund.” 








Alleged Bandit Arrested in St. Louis 
After Jewelry Store Holdup Fails 


St. Louis, Mo., June 12.—An attempt 
to hold up the jewelry store and pawn- 
shop of C. F. Cooney, 504 N. Grand 
Ave., last Monday ended in the capture 
of one of the alleged bandits. Mr. 
Cooney, through his pluck, not only set 
off the burglar alarm, but grabbed his 
gun and chased the two thieves from 
his store. One of the pair was captured 






































by a private watchman and policeman. 

The prisoner gave his name as Carl 
Jordan and according to the police has 
admitted serving a term in the Nebraska 
Penitentiary for highway robbery. Ac- 
cording to the authorities, Jordan ad- 
mitted coming to St. Louis from Chicago 
with two other men the day before. 
They had an automobile and Jordan, the 
police maintain, confessed that he and 
his companions decided to rob _ the 
Cooney establishment in order to obtain 
money enough to take them out of town. 

Two of the men entered the jewelry 
and pawnshop and at the point of a 
gun ordered the proprietor to put. up 
his hands. The third man it is 
claimed, was riding around the block 
planning to pick up his companions as 
they fled from the store. When Mr. 
Cooney showed fight however the thieves 
scattered. 

In the struggle to overcome the 
prisoner, the watchman making the 
capture, narrowly missed being shot. 
Jordan, it is charged, pulled the trigger 
of his gun, but the watchman hit the 
alleged bandit’s hand and the gun failed 
to discharge. The other two men made 
their escape. 








Robbers Steal Payroll from Brooklyn, 
N. Y., Silverware Plant 


Three men entered the establishment 
of the S. W. Farber Co., manufacturers 
of silverware, 151 N. Fifth St., Brook- 
lyn, N. Y., last Friday at 2.15 p. m., and 
at the point of guns, forced Nathan N. 
Farber, treasurer of the concern, to open 
the safe and surrender to them the pay- 
roll, which amounted to $4,000. 

One thug remained outside in an auto- 
mobile as lookout, and the other three 
upon coming into the offices, lined up the 
entire office force of 14 persons against 
the wall. Leaving a guard there, the 
other two went into the inner office 
where Mr. Farber and his assistant, 
Stanley Robbins were busy working, 
oblivious of what had happened. 

A second man guarded the telephone 
in the showroom, while the third forced 
Mr. Farber to open the safe and turn 
over the cash. As soon as they had ob- 
tained the money, the three fled, escap- 
ing in an automobile, which, it later 
developed, had been stolen. Mr. Farber 
said that the men ranged in age from 
25 to 30 years old, and that the whole 
affair took no longer than five minutes. 

He notified the police as soon as the 
robbers were gone and a squad from 
the Bedford Ave. police station soon 
arrived as well as a detachment from 
headquarters. The loss was completely 
covered by insurance, according to Mr. 
Farber. 
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Death of W. R. Dutemple 


Retired Manufacturing Jeweler of Provi- 
dence, Passes Away After Long Illness 


PROVIDENCE, R. I., June 14.—William 
R. Dutemple, 88 years old, one of the 
oldest retired manufacturing jewelers 
of this city, died Wednesday in the 
home he had occupied in North Kings- 
town, R. I., for the past four years. 
His funeral was held this afternoon and 
was attended by a number of the old-time 
manufacturing jewelers. 

For a number of years he was actively 
identified as a director of the Manufac- 
turing Jewelers’ Board of Trade and 
held membership with his firm in the 
New England Manufacturing Jewelers’ 
and Silversmiths’ Association, as well as 
other trade organizations. He had been 
confined to his bed for several weeks 
but had been in failing health since his 
retirement from active business 10 years 
ago. 

Mr. Dutemple was born in Scituate, 
R. I., in 1842, the son of Nathan and 
Annie Joslyn Dutemple. He was edu- 
cated in the public schools of his native 
town and later became a student of 
natural philosophy on his own initiative. 
When he was 17 years of age he came 
to Providence and learned the manu- 
facturing jewelry business under his 
uncle, Levi K. Joslyn. At the conclusion 
of his apprenticeship he engaged in 
watch repairing. He then became fore- 
man in the manufacturing jewelry es- 
tablishment of Hopkins & Burdon and 
upon its dissolution Mr. Dutemple 
formed a partnership with Mr. Hopkins 
which continued for about five years. 
George C. Case of New York then be- 
came a co-partner and some time after- 
wards Mr. Dutemple purchased the en- 
tire business and continued it until his 
retirement about 10 years ago. 

Taking up his residence in the adjoin- 
ing town of Cranston, Mr. Dutemple be- 
came active in its civic affairs and was 
a member of the school committee for 
12 years and was one of the original 
members when the town system of 
schools was adopted and became chair- 
man in 1902. He became a member of 
the Independent Order of Odd Fellows 
and was Noble Grand of Eagle Lodge 
in 1872 and Grand Master of the Grand 
Lodge of Rhode Island in 1885 and 
Grand Representative to the Sovereign 
Grand Lodge from 1886 to 1891. He 
was also a 33rd degree Mason. 

His survivors include his widow, a 
son, one brother, four grandchildren and 
12 greatgrandchildren. 


Henry E. Vogler 


WINSTON-SALEM, N. C., June 12.— 
Henry Edward Vogler, prominent 
jeweler of this city, died recently at his 
summer home in Roaring Gap, N. C., 
following an illness lasting over several 
years. The funeral was held from the 
home, with burial at the Moravian 
Graveyard. 

He was born in Winston-Salem, May 
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22, 1868, and spent his entire life in this 
city. At the age of 14, Mr. Vogler be- 
came associated with his father in the 
firm of W. T. Vogler & Sons, where he 
learned the jewelry business. When his 
father died, Mr. Vogler took over active 
management of the firm and had con- 
ducted the business since that time. 

He was a member of the Home Mora- 
vian Church and of the Salem Lodge 56, 
Knights of Pythias. 

Surviving are the widow, three daugh- 
ters and one son. 


Isadore Eiseman 


PITTSBURGH, PA., June 16.—Isadore 
Eiseman of I. Eiseman & Son, manu- 
facturing jewelers, Clark building, who 
was identified with the jewelry trade 
for the last 45 years, died at his home 
on Perrysville Ave., this city, last 
Thursday at the age of 61 years. Heart 
trouble was the cause of his death. 

Mr. Eiseman learned the jewelry trade 
with H. Muhrs Sons, Philadelphia, and 
came to this city many years ago to 
engage in business. He was a member 
of the Masonic fraternity and other or- 
ganizations. 

The funeral took place yesterday 
afternoon, the interment being made in 
West View Cemetery. 

Deceased is survived by nis widow 
and one son, Irein Eiseman, who, it is 
announced, will carry on the business. 


Nathan Oppenheimer 


CuHIcaGo, June 13.—Death claimed 
another member of the jewelry industry 
yesterday when Nathan Oppenheimer, of 
Nat and Louis Oppenheimer, passed 
away at the Michael Reese Hospital. 
Mr. Oppenheimer had been in good 
health until a few months ago but was 
never ill enough to remain at home until 
his return from West Baden about two 
weeks ago. Death was attributed to 
kidney trouble. 

Nat Oppenheimer was born in New 
York, 63 years ago. He came to Chi- 
cago when a young man and 35 years 
ago entered into business for himself 
as a diamond importer. In 1923 his 
brother, Louis, entered the business with 
him and the firm was known as Nat 
and Louis Oppenheimer, with offices at 
7 W. Madison St. This business will 
be continued by the brother, Louis. 

Funeral services will be held on Mon- 
day, at 10 o’clock from the chapel at 
4911 Broadway and interment will be 
at Rosehill. 

Deceased is survived by his widow, 
Carrie; brother, Louis, and sister, Mrs. 
Sadie Henoch. 








Mrs. Charles Price, proprietor of the 
Price jewelry store, 218 E. State St., 
Jacksonville, Ill., died recently following 
an accident in which she suffered a frac- 
tured hip. Mrs. Price had conducted the 
store since the death of her husband. 
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NEW ENTERPRISES 


The Lewis jewelry store was recently 
opened at 114 Main St., Hornell, N, y. 

E. M. Potter has established a watg 
and jewelry repair shop in Meiscoda, 
Wis. 

E. A. Eichstedt has opened a jewelry 
store in the Roth building, Grafton, 
Wis. 

J. R. Sisney has opened a jewelry anj 
watchmaking business at Poplar Bluf. 
Mo. 

Mr. and Mrs. A. J. Dutton have opene 
a jewelry store at 282 W. 2nd &t, 
Pomona, Cal. 

Edward Bowen has opened a jewelry 
and watch repair shop at 21 Rines $, 
Rhinelander, Wis. 

Mrs. Mae Dorsey Hicks recently ¢. 
tablished a jewelry shop in the Kelly 
Hotel building, Battle Creek, Mich, 


BUSINESS RECORDS 


L. H. Schafer & Co., Inc., Chicago, 
have executed a deed of trust. 

Wasserman Bros., New Orleans, La, 
have assigned for the benefit of creditors, 

Elwin A. Potter & Son, Attleboro, 
Mass., have assigned to Ralph C. Estes, 

Folsom’s, Inc., Fiorence, S. C., has 
filed a voluntary petition in bankruptcy. 

Barnie G. Russell, Magnolia, Ark., has 
made an assignment for the benefit of 
creditors. 

A settlement of 25 cents on the dollar 
is being offered by the estate of Charla 
C. Thoma, Battle Creek, Mich. 

An involuntary petition in bankrupte 
has been filed against Joe Gorov, De 
troit, Mich. 

A. L. Ackerman, San Francisco, Cal, 
has filed a voluntary petition in bank 
ruptcy. Assets are listed as $1,545 ani 
liabilities $8,400. 

Welte & Wieting, Inc., Peoria, Il, 
have assigned for the benefit of credi- 
tors. It is claimed that the assets have 
a book value of $40,000, with liabilities 
totaling $20,000. 

The International Clock & Watch (0, 
Boston, Mass., has assigned to Harry 
W. Meehan. Total assets are given # 
$5,278, while the liabilities are listed a 
$22,252. 














Major Athoe, secretary of the It 
corporated Association of Architects atl 
Surveyors, has suggested in The Time 
that the best way to foil smash-ant 
grab jewel bandits is to follow tt 
French jewelers’ plan of using 8 
display windows and featuring a fe 
pieces of the more select jewelry in 
This, he thinks, is not so confusing ® 
the purchaser as a vast array of # 
ticles, and offers less scope to 
smasher. Thick, unbreakable glass, * 
says, obscures the true color value 
the finest gems, while wired glass (gi 
pieces with a wire mesh core) distom 
the true outline of fine gemmed jewel 
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Sneak Thieves Steal Rings from 
Wilmington, Del., Store 


WILMINGTON, DEL., June 16.—Two 
dever sneak thieves recently entered the 
jewelry store of Banks & Bryan at 837 
Market St. and made off with $2,500 
worth of rings. According to informa- 
tion obtained from the local detective bu- 
reau the same two men visited other 
jewelry stores in this city, where they 

sed as diamond merchants. 

According to Charles M. Banks, head 
of Banks & Bryan, he waited on the 
two men when they appeared in his 
store at three o’clock one afternoon. 
They inspected a boudoir clock and then 
said they would return with the laa, 
for whom it was to be purchased later 
in the afternoon. 

The two came back at 4.30 o’clock but 
Mr. Banks was absent temporarily from 
the store and, although other clerks 
offered to wait upon them, they said they 
would wait for Mr. Banks. One of 
them had a raincoat which he threw 
over one of the glass covered cases con- 
taining the rings. Finally they ieft 
without waiting for Mr. Banks to return. 

It was not until five o’clock when 
the store was being closed that the rob- 
bery was detected. It is the assumption 
of Mr. Banks and also local detectives 
that when the thief placed his raincoat 
over the glass covered case, he managed 
to slide back one of the doors of the 
case and seizing a tray containing the 
rings, hid them under his raincoat when 
he walked out. According to Mr. Banks 
the jewelry was not insured. 








Associated Credit Jewelers of New 
York Install Newly Elected Officers 


At the meeting of the Associated 
Credit Jewelers of New York, Inc., last 
Tuesday night at the Hotel Lincoln, 
Temporary Chairman Harold V. Busch, 
of the Busch Kredit Jewelers, Inc., in- 
stalled the new officers that were elected 
at the last meeting. 

The president, Jules Glaser, of Jules- 
Wallace & Co., then opened the meeting 
officially with a short address, in which 
he mentioned the great advantages ac- 
cruing to all out of a strong organiza- 
tion, saying that at the present time, 
it was absolutely necessary for business 
men to band together and work for 
universal benefit. Meyer Simons, presi- 
dent of the National Association of 
Credit Jewelers, and J. Frank Newman, 
executive secretary, both spoke to the 
gathering, telling what had been accom- 
plished in their association, as well as 
the progress made by the local Phila- 
delphia group. A report was then read 
to the effect that a credit association of 
furniture dealers had agreed, for a cer- 
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tain consideration, to allow the jewelers 
access to their credit rating bureau, 
having a list comprising 700,000 instal- 
ment purchasers in Greater New York. 

The meeting was attended by 10 char- 
ter members, and eight additional credit 
jewelers, who were elected to member- 
ship during the meeting. Welfare and 
membership committees were appointed 
by President Glaser, after which the 
meeting was adjourned. The next meet- 
ing will be neld July 15. 








Market Prices for Silver Bars 


The following are the quotations for 
silver bars in London and New York as 
reported for the past week: 

Selling Price 


London U.S.Gov’t New York 
Date Official Assay Bars Official 
June 10.... 16% 39 3656 
“4 164% 37 5h, 351% 
| rome | 371q 351% 
ae 16 ys 37% 3478 
14 15% 36 36 34 
16 15} 36 3356 


Jewelers’ Gold Bars Withdrawn and 
Exchanged at New York 


Week Ended June 14, 1930. 
The U. S. Assay Office reports: 


Gold bars exchanged for gold 
Ce sve wes oedeuk ae teeees $1,200,820.81 
29,459.57 





Total $1,230,280.38 
Of this, gold bars exchanged for gold 
coins are reported as follows: 


Date Exchange 
NEY We'd a We Okan wia eo cae e atta es $344,244.15 
te BM 6 cis * ata we eue waledeh wien 65,761.85 
So Gescvisesicareaedsemera en 658,167.70 

a A eer eae ee 40,762.47 
Bee eRe Oe eaten ead aes 71,481.87 

Oe, AMINE 3a Wietate' eh ba Hews Oh be sha 20,402.77 
RE abe Woe a wed we ee ae ee $1,200,820.81 








The contract has been let and the 
building started for the Josten Manufac- 
turing Co.’s new $75,000 factory build- 
ing at Owatonna, Minn. It is to be fire- 
proof and 95 by 115 feet, and will com- 
prise two floors. It is expected the fac- 
tory will be opened Sept. 14. It will be 
one of the most modern factories in that 
section for the manufacture of jewelry. 
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Resolutions Adopted at Convention 
of National Wholesale Jewelers’ 
Association 


The full telegraphic account of the 
annual convention of the National 
Wholesale Jewelers Association held at 
Atlantic City, N. J., on June 10 and 11, 
which was. published in the last 
issue of THE JEWELERS’ CIRCULAR, failed 
to contain the resolutions that were 
passed at the last session. Among those 
were resolutions of regret on the deaths 
of several members, including L. H. 
Schafer of L. H. Schafer & Co., Chicago; 
George Rockwell, secretary of the Inter- 
national Silver Co., David Korones, 
Korones Bros., New York, and Charles 
F. Irons, Irons & Russell Co., Providence, 
with expressions of sympathy to the 
families of the deceased. 

Other resolutions expressed apprecia- 
tion to retiring president, A. C. Becken, 
Jr., for capable leadership and accom- 
plishments in the work of the associa- 
tion, of thanks to Secretary George 
Fernley and his associate, H. R. Rine- 
hart, for their services to the associa- 
tion, and to Bartley J. Doyle for his 
loyalty and unstinted expenditure of 
time, money and personal effort in his 
devotion to the best interests of the 
jewelry industry and the solution of its 
many problems. 

A resolution extending to the Ameri- 
can National Retail Jewelers’ Associa- 
tion and its members the deep apprecia- 
tion of their telegram of best wishes for 
the success of the convention and their 
willingness to cooperate for the promo- 
tion of the best interests of the trade 
was passed, as was one referring to the 
rules adopted by the Federal Trade Com- 
mission as essential to future success. 
Among these, the association is partic- 
ularly interested in the enforcement of 
Rule 13 in Group 1 and all retailers were 
invited to notify the association of any 
violation of the same. 


CONSULAR NOTES 


The Bureau of Foreign and Domestic 
Commerce reports that a Kuala Lumpur, 
Malaya, concern is seeking the agency 
for jewelry and loving cups. Additional 
details may be had by writing to the 
Bureau at Washington, D. C., and men- 
tioning file No. 45704. 


* * * 











The Bureau of Foreign and Domestic 
Commerce reports that a Shanghai, 
China, concern desires to purchase in- 
expensive alarm clocks. Those inter- 
ested can secure further details by writ- 
ing the Bureau at Washington, D. C., 
and mentioning file No. 45822. 








NEWARK 


Abelsons, Inc., conducting a chain of 
credit jewelry stores, with headquarters 
in Newark, recently opened another es- 
tablishment at 287 Main St., Orange, 
N. J. 

Two young men who asked to see belt 
buckles, are believed to be responsible 
for the theft of a tray containing 20 
diamonds valued at $3,000, from the Ritt 
& Hihnbaum jewelry store, 10 Branford 
Place, in this city. Mr. Ritt believes 
that while he was taking the belt buckles 
from the window the young men stole 
the tray. 


The annual outing of the employes of 
the Shiman Mfg. Co., Inc., was held 
Saturday, June 7, at Doerr’s Grove, 
South Orange. About 100 attended and 
enjoyed the games and food. The mar- 
ried men triumphed over the bachelors 
in baseball, in a game featured by much 
heavy hitting. Dancing, a tug-of-war, 
potato and egg races, three-legged and 
relay races gave all an opportunity to 
show their skill and speed. Clams, hot 
dogs, steak sandwiches and liquid re- 
freshments were consumed in quantity 
during the day. In the late afternoon, 
after a chicken dinner was _ served, 
unique prizes were awarded to the win- 
ners of the various contests, and brought 
to a close a most successful outing. 








WASHINGTON, D. C. 


Arthur J. Sundlun, president of the 
Washington Jewelers Association, has 
called a meeting for next week to dis- 
cuss the closing of local stores all day 
Saturday during the summer months. 


The E. M. Rosenthal Jewelry Co. has 
enlarged its offices in the Homer build- 
ing. More space with larger private 
rooms for the officials and additional 
office force have made the headquarters 
of this company attractive and roomy. 


The golfing members of the Wash- 
ington Jewelers Association have been 
invited to play the Baltimore Jewelers 
June 24 at the Rolling Road Club, 
Catonsville, Md. The Baltimore Jewel- 
ers wil! come to Washington in July, and 
after another tournament in Baltimore 
in August, will return in September. 
Last year the honors went to Baltimore 
but this year local golfers hope to gain 
the victory. 








Diamonds valued at $450, and $100 
cash, were recently obtained from Al- 
bert Kroupin, proprietor of a jewelry 
store at 1212 Franklin Ave., St. Louis, 
Mo., by a negro holdup man who accosted 
the jeweler in the street while enroute to 
a bank. The bandit halted him, drew a 
revolver and seized the package contain- 
ing the money and 16 unset diamonds, 
and then fled. 
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Ecclesiastical Jewelry 


Ecclesiastical jewelry and silverware 
constitute a field in which some mem- 
bers of the jewelry trade have done and 
are doing some very good business. 
Among others to profit by the demand 


A BISHOP’S RING OF UNUSUAL DESIGN 


coming from this field are Mason & 
Dube, Inc., 396 Spring St., Fall River, 
Mass., who recently sold to the Rt. Rev. 
James E. Cassidy, D. D., V. G., recently 
consecrated Auxiliary Bishop of Fall 
River, a bishop’s pectoral cross and 


A PECTORAL CROSS AND CHAIN IN 
GOLD 


chain and a bishop’s ring of unusual 
design. 

The pieces, which, as illustrated here- 
with, are made of 14 karat yellow gold, 
the ring containing an unusually fine 
amethyst. Both pieces are from a 
special design by A. Church of the Ec- 
clesiastical Department of the Gorham 
Co., which concern furnished the ring 
and cross, to the Fall River house. 
Mason & Dube had these pieces as a 
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special display in their show window for 
several days and report they attracteq 
unusual attention. 








News from England 


At an auction in Covent Garden by 
Debenham, Storr & Sons the other 
day $50,000 worth of jewels changed 
hands, four bracelets going for $3,600, 
and a parcel of unset diamonds for 
$7,000. Among other lots were some 
diamond brooches which fetched $5,300, 
and some diamond rings which realized 
$3,600. Four pendants and a tiara 
changed hands for $2,100, and three 
necklets went for $3,500. 


2k * * 


A gemmed cigarette case of clear 
crystal through which the cigarettes can 
be plainly seen is among the newer 
novelties in London for evening use, 
The case is of generous size and will 
hold upwards of 20 cigarettes. The lid 
has a flower spray motif by way of 
ornamentation done in red and black 
enamel. The flower centers are picked 
out in tiny rose diamonds. 


* * * 


The end of June will see some interest- 
ing silver auctions in London. Christie’s 
have prepared an_ illustrated catalog 
dealing with some specimens, among 
which is a Queen Anne silver-gilt cup 
and cover known as “The Gibralter.” 
It bears the 1705 hall mark and was 
presented in that year by Queen Anne 
to Capt. Robert Fairfax, R.N., who was 
court-martialled for failing to overtake 
a French squadron off Cape Palos, and 
acquitted. The cup is being sold by 
order of an ancestor. A Queen Anne 
montieth engraved with a sailing ship 
and dated 1704 is another good example 
of the craftsmanship of those days. It 
comes from Sir John Ramsden, and ‘is a 
souvenir of the capture of Gibralter and 
the‘ battle of Malaga. Among the old 
English silver articles to be auctioned at 
Sotheby’s the end of June is an Eliza- 
beth silver-gilt nautilus cup that was 
once the property of William Beckford, 
author of “Vathak.” 


* * * 


The famous clock at the Middlesex 
Hospital is to be sold and the proceeds 
placed to the rebuilding fund. In the 
new hospital all the clocks will be elec: 
trically synchronized. The present clock, 
which is 150 years old, cannot be adapted 
to the new timing system. 


x* * * 


A member of a jewelry firm at Ilford, 
a London suburb, chased a motor-van for 
two miles the other day. The driver was 
overtaken and with the help of pedes 
trians was handed over to the police. 
The jeweler said the driver of the van 
had stopped outside his firm’s store, 
smashed a window with a hammer, and 
grabbed a tray of rings. 
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NEW YORK NOTES 


Henry Nockin, jeweler, Broadway and 

uth St., will, on Oct. 1, open his new 
tore on Fifth Ave. at 34th St. 

The office and factory of Wander & 
Kaufman, Inc., manufacturing jewelers, 
#2 W. 47th St., will be closed on Satur- 
days during July and August. 

C. R. Robins, Harrisburg, Pa., was 
among the out of town jewelers here last 
week to make purchases for his concern, 
the Claude R. Robins Co. 

A voluntary petition in bankruptcy 
was filed June 9 by Shafran & Mandel, 
In, manufacturing jewelers, 240 Grand 
St. Judge John A. Woolsey of the Dis- 
triet Court appointed the Irving Trust 
(o. as receiver. 

Maxwell Kramer, eastern representa- 
tive for the A. Hirsch Co., Chicago, has 
returned from a nine weeks’ trip through 
the Middle West, visiting the trade also 
in New York and Pennsylvania states. 
Mr. Kramer reports business as being 
fairly active. 

Joseph V. Mayer, diamond importer, 
$1 W. 47th St., sailed for Europe June 
4,0n the Deutschland, accompanied by 
Mrs. Mayer. Although this trip is 
primarily for his health and a rest, Mr. 
Mayer will visit the various diamond 
markets on the continent. 












Fred W. Krebs, doing business as G. 
Wilkens, retail jeweler, recently acquired 
the structure at 241 First Ave., in which 
his establishment has been located for 
wer 50 years. It is a four-story brick 
dwelling, 20 by 100 feet, of which the 
tire ground floor is occupied by the 
store, 

William G. Frasier, president of the 
American National Retail Jewelers’ As- 
sociation, was in this city all last week 
making arrangements for the holding of 
the National convention at the Hotel 
Pennsylvania from Sept. 14 to 19. While 
here Mr. Frasier attended meetings of 
the Bronx and Brooklyn retailers’ asso- 
tiations. He returned to Durham, N. C., 
last Saturday. 

Ben Harral, a jeweler of Barnsby, 
Eng., arrived in New York, Sunday, on 
the Carmania. Mr. Harral returned 
with Frank D. Waterman, president of 
the L. E. Waterman Co., fountain pen 
manufacturers, and was the guest of Mr. 
aterman at the luncheon of the New 


THE JEWELERS’ 





CIRCULAR 


57 









» F 





York Rotarians on Monday and of the 
Newark Rotarians on Tuesday, after a 
visit to the Waterman factory in that 
city. Mr. Harral is stopping at the 
Commodore Hotel. 

Announcement has been made by 
Robert P. Stephenson, referee in bank- 
ruptcy, that a special meeting of the 
creditors of the Hoffman Watch Co., 
Inc., will be held at his office, 32 Broad- 
way, next Tuesday at 10.30 a. m., for 
the purpose of the examination of the 
alleged bankrupt, the allowance of 
claims, and acting on the proposed offer 
of composition that has been made by 
the debtor. 





A. W. Huggins, president of A. I. 
Hall & Son, leading Pacific Coast whole- 
sale jewelers with offices at San Fran- 
cisco, Los Angeles, and Seattle, was a 
visitor to the offices of THE JEWELERS’ 
CIRCULAR, Monday, just before starting 
on his return to the West. Mr. Hug- 
gins attended the wholesalers’ convention 
at Atlantic City, last week, and was 
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elected a member of the executive com- 
mittee of the new amalgamated associ- 
ation. Before returning West, he visited 
the Waltham watch factory at Waltham, 
Mass., and the Hamilton watch factory 
at Lancaster. 

An involuntary petition in bankruptcy 
was filed recently in the United States 
District Court against Max Blitz, manu- 
facturing and wholesale jeweler, 535 
Fifth Ave. The petitioning creditors 
and the amounts of their claims are: 
Maurice Kornreich, upwards of $200; R. 
Golin, upwards of $200; Pilgrim Wed- 
ding Ring Co., upwards of $200. Sched- 
ules filed last Thursday by the alleged 
bankrupt show assets amounting to 
$11,530 and liabilities of $26,586. Dis- 
trict Court Judge Coleman has appointed 
H. P. Coffin, referee in the matter to 
call a meeting of creditors at which will 
be considered an offer of settlement 
made by the debtor of 37% cents on the 
dollar, payable five cents in cash and 
the remainder in notes. 

The Waterbury Clock Co., Water- 
bury, Conn., has organized a corporation 
under the laws of Connecticut, to be 
known as the Ingersoll-Waterbury Co. 
The officers are: Irving H. Chase, pres- 
ident and treasurer; C. H. Granger, 
vice-president and Clifford H. Hall, sec- 
retary. This company will act as sell- 
ing agents for the Waterbury Clock Co., 
which has established branches in New 
York city, Chicago, and Montreal. The 
New York branch has taken over the 
assets of the Ingersoll Watch Co., Inc., 
and the Waterbury Clock Co. of New 
York, and will handle the distribution 
of Ingersoll watches and clocks, and 
Waterbury clocks or other products man- 
ufactured by the Waterbury Clock Co., 
and with A. L. Daniells as manager. 
The Chicago branch has taken over the 
assets of the Ingersoll Watch Co. and 
the Waterbury Clock Co. of Illinois, and 
will handle the distribution previously 
taken care of by these two companies, 
with Hermon P. Haynes as manager. 

The Bronx Retail Jewelers Association 
held a regular monthly meeting on Tues- 
day evening, June 10, at which William 
Frasier, president of the A. N. R. J. A., 
was the guest of honor. The coming con- 
vention of the National association to 
be held next September in this city was 
the principal subject of discussion. The 
Bronx association appointed a commit- 
tee of 12 to act with representatives 
from other local associations as a recep- 
tion committee. The Bronx organization 
will hold an outing on Sunday, June 29, 
near North Branch, N. J. The party 
will leave the Bronx in automobiles for 
Bord’s Farm and will then go to 
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Duke’s Farm, said to be one of the finest 
farms in existence. S. I. Ferkin has 
been appointed chairman of the commit- 
tee which will be in charge of this outing. 

C. E. Cashmore, formerly of 20 W. 
47th St., dealer in jewelry findings and 
supplies, has removed to 2 W. 46th St. 

S. Pollack, manufacturing jeweler, 
formerly at 73 Forsyth St., is now 
located in larger quarters at 68 Forsyth 
St. 

Nathan Aster of Guiseppe D’Elia, 43 
W. 34th St., left last week on the Volen- 
dam for a European trip in the interest 
of his firm. 

Frank Schofield, of Herr Schofield & 
Co., Baltimore, Md., accompanied by 
Mrs. Schofield, has been in New York 
during the past week, on a purchasing 
trip. 

James L. Wiggmore, representing the 
§. O. Bigney Co., Attleboro, Mass., was 
in this city last week calling on his 
trade and several days ago left for Pitts- 
burgh, Pa. 

Charles Albert, of Leo Elwyn & Co., 
Inc., dealers in genuine antique jewelry, 
23 W. 55th St., returned last week on 
the Europa from an extended European 
trip which was taken in the interest of 
his firm. 

Last Tuesday, Pickoff Bros., opened 
in their new quarters at 55 Chrystie St., 
where in addition to their regular line 
of watch materials and jewelry they 
have an optometrist and a complete op- 
tical department. 

Edward Kittay, of Edward Kittay & 
Co., 65 Nassau St., is sailing tomorrow 
for Europe on the Olympic, for a trip to 
the European diamond markets where 
he will purchase rough and polished dia- 
monds for the fall season. 

Mr. and Mrs. Reginald Reichman are 
returning to this city on the Ile de 
France. Mr. Reichman has been in the 
Amsterdam and Antwerp diamond mar- 
kets on a purchasing trip: for his firm, 
Reichman Bros., diamond importers, 20 
W. 47th St. 

Joseph Schliff, of J. Schliff & Sons, 
48 W. 48th St., returned here several 
days ago on the Europa after a pur- 
chasing trip to the European diamond 
centers. He was accompanied by his 
sister, Pauline Schliff, who has finished 
studies at the University of Paris. 

Albert Erskine, vice-president, and S. 
H. Cayce, general manager of George 
T. Brodnax, Inc., Memphis, Tenn., are 
in New York on a buying trip for 
samples and stock for the coming fall 
Season. They have taken an office at 
15 Maiden Lane for their headquarters 
and will remain in the city and environs 
for about six weeks. 

The following New York concerns 
were recently granted charters of in- 
corporation at Albany: Jules Howard 
Co., jewelry; Fan-Meyer Jewelry Co.; 
George Munk, jewelry. Another con- 
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cern recently receiving its charter is the 
Tab Watch & Jewelry Corp., Brooklyn. 

J. H. Mednikow of J. H. Mednikow & 
Co., Memphis, Tenn., is visiting in this 
city, coming here from Atlantic City, 
N. J., where he attended the wholesalers’ 
convention last week. In company with 
his wife, Mr. Mednikow will sail next 
Saturday for Jacksonville, on the Chero- 
kee and will visit Florida, Georgia and 
Alabama en route to his home. Mr. 
Mednikow was among the callers at the 
offices of THE JEWELERS’ CIRCULAR this 
week. 

John Clancy, Tony Sinisgalli and 
Frank Aveses, accused of breaking into 
the factory of Rogoff & Garfunkel on 
the night of May 31, were indicted by 
the grand jury June 11 on charges of 
burglary in the third degree. On ar- 
raignment last Thursday, the trio 





pleaded not guilty, but on Monday fol- 
lowing, when their case came up before 
Judge Koenig in Part V of the Court of 
General Sessions, they entered pleas of 
guilty to a charge of unlawful entry 
which was accepted by the court. Sen- 
tence is scheduled for next Tuesday. 

The sentencing of Paul Rabkin, Sol 
Rubman and Joseph Y. Perelman, con- 
fessed smugglers operating as the Super- 
fine Watch Co. and the Federal Mail 
Order Corp., has been postponed to next 
Monday by Judge Goddard of the United 
States District Court. The trial of the 
two appraisers, Samuel Stansfield and 
William Gilroy, has also been postponed 
until that date. The appraisers are 
alleged to have been implicated in the 
activities of the Superfine Watch Co., 
as are Meyer Person, Henry M. Weid- 
horn, Charles Valvo and Vincent Valvo, 
who will stand trial also next Monday. 

Police are still searching fruitlessly 
for the two holdup men who recently 
accosted Samuel Lazan, salesman and 
treasurer of the Triangle Jewelry Co., 
Inc., 39-41 Eldridge St., shortly after 
he had left his home at 1252 E. 19th 
St., Brooklyn, and robbed him of a 
sample case containing platinum mount- 
ings valued at $4,000. The two men 
approached him in the street, one on 
each side, and with pointed guns de- 
manded the case. The salesman obeyed, 
and the thieves fled in an automobile 
they had parked nearby. Mr. Lazan was 
unable to ascertain the license number 
of the car. 

The Brooklyn Retail Jewelers Associ- 
ation, like other Metropolitan organiza- 
tions, is making elaborate plans for the 
reception of delegates to the approach- 
ing convention of the A. N. R. J. A. 
next September. A committee of 12 to 
represent the Brooklyn organization was 
appointed at the monthly meeting held 
last Thursday evening in the Johnston 
building. Between 20 and 25 members 








59 





have also consented to use their auto- 
mobiles to carry the delegates about the 
city and for making sight seeing trips. 
An automobile parade may be held in 
connection with the convention. Signs 
welcoming the delegates to the Metrop- 
olis will also be prominently displayed in 
jewelry stores. Other subjects were also 
discussed at the meeting last Thursday 
evening after which refreshments were 
served. William Frasier, president of the 
National association was the guest of 
honor at the meeting. 

An involuntary petition in bankruptcy 
was filed last Saturday against J. 
Macher, Inc., 15 Maiden Lane, by Stern- 
berg & Rosen, attorneys for the credi- 
tors. The petitioning creditors and the 
amounts of their claims are: Hamilton 
Watch Co., upward of $500; Star Watch 
Case Co., upward of $200, and Illinois 
Watch Case Co., upward of $200. 
Judge William I. Grubb of the Federal 
District Court, appointed the Irving 
Trust Co. as receiver, and Richard B. 
Olney, Jr., as referee. The assets are 
estimated to be worth about $250,000, 
with liabilities amounting to approxi- 
mately $500,000. The petition super- 
sedes a deed of trust executed by the 
alleged bankrupt May 23 for the benefit 
of creditors, with William H. Fowlie as 
trustee. A similar petition was also 
filed on the same date by Sternberg & 
Rosen against J. Macher, an individual, 
trading as J. Macher. The same action 
was taken in this petition by the Fed- 
eral Court as in the other document. 

Robert C. Nelson, whose safe deposit 
boxes were recently raided by police and 
jewelry valued at $500,000 seized after 
the arrest of a woman and four men on 
May 27 at the Hotel Commodore, was 
cleared June 11 by Magistrate Simpson 
in Tombs Court of the charge that he 
had transported jewelry, stolen last Feb- 
ruary from Louis J. Dawson of Holly- 
wood, Cal., into this State. Another 
charge was substituted. This accused 
Nelson of bringing into this State a $33 
bracelet, part of jewels valued at $50,000 
contained in a trunk stolen at a railroad 
station in Columbus, Ohio, in January, 
1929. At the insistence of former 
Supreme Court Justice Jeremiah T. 
Mahoney, counsel for Nelson, who ob- 
tained dismissal of the first charge, Nel- 
son’s bail was reduced from $25,000 to 
$10,000 on the new charge. A lot of 24 
rings valued at $4,000 was recently 
identified at Police Headquarters from 
the quantity of jewels there displayed 
that were found in Nelson’s safe deposit 
boxes, according to the authorities. The 
rings were claimed by Louis Masur, 
manufacturing jeweler, 105 Canal St., 
as part of the contents of a sample case 
stolen from a salesman, L. N. Rose, in 
Chicago about nine months ago. 

The annual outing of the employes of 
the A. Wittnauer Co. and their factory 
the Brighton Watch Case Co., was held 
at Atlantic Inn, Grant City, S. I., last 
Saturday. About 50 employes left the 
offices at 402-404 Fifth Ave., at noon 
in a bus and private cars, arriving at 





(Continued on page 60) 











60 


NEW YORK NOTES 


(Continued from page 59) 





THE JEWELERS’ 








the Inn about 2 p. m. On arrival re- 
freshments and sandwiches were served. 
The chief event of the day was a base- 
ball game between the A. Wittnauer Co. 
and the Brighton Watch Case Co. em- 
ployes which was strongly contested as 
usual. The Brighton employes came out 
victors, the score being 11 to 10. The 
outstanding player was James J. Farrell, 
of the A. Wittnauer Co., who besides 
stopping everything in his territory at 
second base, also made a home run. Two 
other home runs were made by two of 
the Brighton players, the Brugnoli 
brothers. Various other games were 
also played for which beautiful prizes 
were awarded. Dinner was served at 
7 p. m. and entertainment was furnished 
by the famous Ernest Loth band. 

The executive committee of the Jewel- 
ers Security Alliance held its regular 
monthly meeting last Friday afternoon 
at the headquarters of the organization, 
15 Maiden Lane. Twelve new members 
were accepted in Class B and eight re- 
wards were ordered paid. 








PROVIDENCE 


The Z. Berberian Co., this city, has 
filed notice with the Secretary of State’s 
office that the capital stock has been 
increased from $10,000 to $12,000. 

The London Jewelry Co., 9 Calender 
St., is owned and conducted by Louis R. 
Scullian, 30 Belmont St., Pawtucket, ac- 
cording to his statement filed at the city 
clerk’s office. 

Notice has been filed at the office of 
the Secretary of State that the capital 
stock of Kaplan Bros., Inc., of this city, 
has been increased from 100 shares of 
common stock of no par value to $12,000 
and 100 shares, of no par value common 
stock. 

The Metal Finding Manufacturers 
Association held its regular monthly 
meeting last week at the Hotel Biltmore 
in this city. The meeting was well at- 
tended and after the report of the treas- 
urer was read and approved the mem- 
bers discussed the advisability of having 
a uniform vacation closing of factories 
of the members during the summer. 
From all indications no definite plan will 
be adopted this year. 

Among the jewelry buyers reported 
in this city and vicinity during the past 
week were the following: Mr. Robins, 
Claude R. Robins -Co., Harrisburg, Pa.; 
Mr. Caro and Mr. Levy, Ben Felsenthal 
& Co., Inc., New York city; Mr. Kaskel 
and Mr. Manerville, D. Lisner & Co., 
New York city; Mr. Page, Clifford Page 
& Co., Columbus, Ohio; Mr. Mayer and 
Mr. Levine, Mayer & Levine, Philadel- 
phia; Irving Brandt, Irving Brandt & 
Co., Inc., Chicago; Mr. Freundlich, 
American Wholesale Corp., Baltimore. 
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ATTLEBOROS 


Elwin A. Potter & Son, rear of 100 
Dunham St., refiners, have made an as- 
signment to Ralph C. Estes, a local at- 
torney. i 

Percy Wilmarth, who has been with 
the C. H. Eden Co., for more than 30 
years, has purchased the Puritan Pearl 
Co., formerly owned by George Austin 
and will continue the business. 

The gold medallion to be presented to 
Rear Admiral Richard E. Byrd upon 
his arrival in this country from his 
Antarctic explorations, is the product of 
the Robbins Co., Attleboro. The medal- 
lion commends Admiral Byrd as a citi- 
zen, pioneer and explorer. 

The funeral of William H. Marshall 
was held on Wednesday morning from 
his late home in Mount Hope St., North 
Attleboro. The employes of the R. F. 
Simmons Co., where Mr. Marshall was 
associated for 52 years, attended the 
services in a body. 

Oscar Walden, who has been asso- 
ciated with the Whiting & Davis Co., at 
Plainville for 58 years, with Mrs. 
Walden celebrated the 50th anniversary 
of their wedding last week. A reception 
was held at their home in the evening 
and they were the recipients of numer- 
ous gifts. 

In order to allow its employes their 
annual vacation period and to permit 
necessary repairs in its factory, the 
entire plant of the Baer & Wilde Co., 
Attleboro, will be closed from Monday, 
June 30 to Saturday, July 5. The con- 
cern announces that no orders will be 
taken during the shutdown period. 

Sparks from an electric fan in the 
lacquer room of the manufacturing 
jewelry plant of the H. E. S. Thompson 
Co., West St., started a fire that swept 
the entire second floor of the building on 
the morning of June 11, causing damages 
that will amount to more than $1,000. 
No one was injured and the loss is cov- 
ered by insurance. 


ROCHESTER 


A. W. Gilbert, retail jeweler, has 
opened a new establishment on S. Main 
St., Canandaigua. 

S. W. Jacobs and George Rose, who 
bought out the retail jewelry business 
of Charles Kausch at Bath, N. Y., re- 
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cently, have dissolved their partnership, 
Mr. Rose withdrawing from the firm, 
Mr. Jacobs wil! continue in the present 
quarters at 22 Liberty St., Bath. 

Flames of undetermined origin last 
week caused damage estimated at $8,000 
to the retail jewelry store conducted by 
Isaac Silverstein at 26 Front St. Break- 
ing out at night, the blaze had crept to 
the second floor and into a blind attic 
before it was discovered by two police- 
men. Firemen fought the blaze for two 
hours and were compelled to chop away 
part of the roof to prevent spread of the 
flames to adjoining buildings. 

Edward Schroedel, president of the 
Rochester Retail Jewelers’ Association, 
and Russell Scheer, vice-president, have 
been named as a committee to arrange 
the annual outing and ladies’ day event 
of the association. The outing is ex- 
pected to take place on the shore of Lake 
Ontario. The jewelers will save a half- 
hour from dining and dancing for a busi- 
ness discussion, during which the ladies 
will play cards. No date has been set for 
the event. 

Police are attempting to trace the 
origin of a $500 pin, believed either to 
have been lost or stolen in San Antonio, 
Tex., a year ago, and two women are 
being watched as the aftermath of their 
attempt to sell it to Russell Scheer, 
junior partner in the retail jewelry firm 
of E. J. Scheer, 259 Main St. E., last 
week. The women, mother and daugh- 
ter, were released after they told police 
a story of finding the pin in San An- 
tonio. Mr. Scheer called police when 
the women asked $75 for the pin, set 
with diamonds, rubies and onyx. His 
suspicions were roused by their apparent 
ignorance of the true value of the piece. 


BOSTON 


Henry Lustig, formerly of 33 Brom- 
field St., Boston, Mass., is now associated 
with his father and brother, S. Lustig & 
Sons, jewelers, at the new Studio build- 
ing, 110 Tremont St., Boston. For four 
generations the Lustig family has been 
actively engaged in the jewelry and 
optical business. 

A round-table conference and dinner 
was recently held by the New England 
gift and art retailers in conjunction with 
the gift wholesalers of Boston. About 
30 persons attended and heard an inter- 
esting talk by Dr. Hollis Godfrey, well 
known economist of the Engineering- 
Economics Foundation of Boston. The 
speaker also conducted a question box 
in which he interpreted the _ specific 
questions asked into general principles 
which proved of help to those present. 
As the result of this meeting, confer- 
ences and a course were arranged 
with Dr. Godfrey for June 9 and 16. 
At the gift show, which is to be held in 
the Copley-Plaza Hotel in this city next 
September, the retailers’ association will 
offer to visiting gift shop owners a con- 
sulting service with definite appoint- 
ments in their office at the Copley-Plaza 
Hotel. 
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J. D. Grassick, Chicago manager for 
the Alvin Corp., spent a few days of 
the past week in St. Louis calling on 
the trade. 

George J. Klinick of L. Heller & Son, 
New York, was in Chicago last week 
visiting at the local offices and calling on 
the trade. 

0. F. Samuelson, representative for 
the Towle Mfg. Co., is spending a few 
days in Indiana visiting and enjoying 
a complete rest. 

B. S. Felvey, of the 1847 branch of 
the International Silver Co., is spending 
some time at Meriden, Conn., attend_ng 
sales conferences. 

R. Ransburg, jewelry buyer for C. A. 
Kiger & Co., Kansas City, looked over 
the markets last week in Chicago while 
here on business. 

F. A. Tinkler, of the Ball Railway 
Time Service, Cleveland, arrived in Chi- 
cago last week to spend a few days 
here attending to business. 

Miss Jean LaQuoue, assistant jewelry 
buyer for The Fair, is spending a few 
weeks in New York and the East look- 
ing over the new markets. 

George E. Burt, prominent retail 
jeweler at Columbus, Ohio, and Mrs. 
Burt, motored to Chicago last week to 
visit with friends and look over the 
markets. 

T. Leonard Goodman, of the Israel- 
lessing Sales Co., is spending a few 
weeks in the East visiting at the home 
offices of the firms they represent in this 
territory. 

I, Lachman, of the I. Lachman & Sons 
Co., Seattle, Wash., spent the past week 
in Chicago looking over the markets and 
visiting with many of his friends and 
relatives. 

R. G. Worrell, prominent retail 
jeweler of Mexico, Mo., spent a few days 
of the past week in Chicago looking over 
the markets and renewing old acquain- 
tances, 

Charles Brown, jewelry buyer for the 
Stein & Ellbogen Co., has completed a 
trip to the eastern markets where he 
spent a couple of weeks looking for new 
fall merchandise. 

J. P. Byrne, president of the Byrne- 
Duff Co., Omaha, spent several days of 
the past week in Chicago attending to 


business and calling on many of his 
friends in the trade. 

Fred Kluth, manager and buyer of 
the jewelry department of the Fair, is 
back at his desk after being confined to 
the hospital for a few weeks recuperat- 
ing from an operation. 

Wilder C. Harris, vice-president of 
the Norris, Alister-Ball-Bridges Co., re- 





turned to Chicago last week from At- 
lantic City where he went to attend the 
convention of the N. W. J. A. 

M. J. Milstein, Chicago representative 
for the Meyer Koulish Co., Inc., with 
headquarters in the Heyworth building, 
returned to his office last week after 
spending a few weeks at the home offices 
in New York. 

Harry F. Hillman, Middle West rep- 
resentative for the Towle Mfg. Co., has 
completed a business trip through his 
territory. Mr. Hillman will remain at 
the Chicago offices until July when he 
starts on his fall traveling. 

Emil Braude, of Emil Braude & Sons, 
and Mrs. Braude, have returned from a 
two weeks’ visit to the East. Mr. 
Braude attended the convention of the 
N. W. J. A. at Atlantic City and then 
spent some time in New York. 


George Rose, of John Rose & Sons, 5 
S. Kedzie Ave., left last week to motor 
to Boston, Mass., where he will attend 
the convention of the American Opto- 
metric Association. Mr. Rose is secre- 
tary of the Beta Sigma Kappa. 


Jake Wechter, of S. Wechter & Co., 
manufacturing jewelers, located in the 
Pittsfield building, accompanied by his 
wife left recently for a pleasure trip to 
California and the West. They will be 
away until after the first part of July. 


A. C. Becken, of the A. C. Becken Co., 
and Mrs. Becken, have completed their 
trip to the East. Mr. Becken spent a 
week in Atlantic City attending the 
convention of the N. W. J. A. and before 
returning to Chicago called on friends 
in New York. 


Joseph Stein and Albert Ellbogen of 
the Stein & Ellbogen Co., spent the past 
week in the East attending the annual 
convention of the National Wholesale 
Jewelers Association and before return- 
ing to Chicago went to New York for a 
few days. 


Sympathy from members in the trade 
is being extended to Joseph Hagn of the 
Joseph Hagn Co., on account of the 
death of his mother. Mrs. Hagn was 
in the 80’s and always enjoyed good 
health until a couple of weeks ago when 
she was taken ill. 

Otto Hirt, of the Juergens & Ander- 
sen Co., returned to his desk last week 
after spending the past month attending 
the annual convention of the National 
Credit Men’s Association at Dallas, and 
a pleasure trip to California. He was 
accompanied on this trip by Mrs. Hirt. 


“Bert” Clausin, of S. H. Clausin & 
Co., Seattle, Wash., stopped in Chicago 
recently to visit with some of his friends 
en route to the East and Canada. Mr. 
Clausin went to Toronto to spend a few 
days at the Shrine convention and from 
there is going to the eastern markets. 


Joseph K. Buro has leased quarters 
at 4359 Elston Ave., and will open a 
retail jewelry store there on or before 
July 1. Mr. Buro has operated the 
Geneva Watch Co., on N. Dearborn St., 
for many years. He will continue this 
business in connection with the retail 
business. 

Paul H. Samuels, Chicago manager for 
Katz & Ogush, announced this week that 
from July 3 to July 14, inclusive, their 
local offices at 55 E. Washington St., 
will be closed. This is being done be- 
cause their factory at New York will be 
closed at that time in order to overhaul 
and make general repairs. This is a 
yearly custom. 

“Teddy” Lampert of M. J. Lampert 
& Sons, New York importers, stopped in 
Chicago last week to visit the trade en 
route to his North West territory. Mr. 
Lampert just completed a business trip 
through the Middle West and spent a 
few days at Rising Sun, Ind., the sum- 
mer home of Orville Fuller, of the E. & 
J. Swigert Co., Cincinnati. 

William G. Swartchild, of Swartchild 
& Co., 29 E. Madison St., recently left 
for the East accompanied by his wife to 
attend the graduating exercises of his 
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son “Billy” from Dartmouth College. 
From there they will go to Quebec, and 
on June 18 will sail from that port on 
the Empress of Scotland for a _ two 
months’ sojourn in England and Con- 
tinental Europe. 

Lester R. Fischer, recently opened a 
retail jewelry store at 5943 W. Roosevelt 
Road. The store is located in a promin- 
ent place where Berwyn, Cicero and Oak 
Park suburbs meet. Mr. Fischer has 
never been in the jewelry business, 
although his father, B. R. Fischer, has 
spent many years in the business and is 
located at 29 E. Madison St. A brother, 
Ralph, is associated with the father. 

Harry Myron Peterson, Iowa, repre- 
sentative for the Norris, Alister-Ball- 
Bridges Co., arrived in Chicago last week 
accompanied by his bride, the former 
Charlotte Isabelle McCaustland, of At- 
lantic, Iowa. The couple were married 
at the Fontenelle Hotel, Omaha, Neb., on 
June 5. George Taylor, Nebraska repre- 
sentative of the Norris, Alister-Ball- 
Bridges Co., and Mrs. Taylor, repre- 
sented the firm at this function. 

George H. Thomas, Chicago manager 
for the Saart Bros. Co., and Mrs. 
Thomas, will leave this week to motor to 
Hanover, Pa., where they will spend two 
weeks visiting at the home of their 
daughter. From there Mr. Thomas will 
motor to Attleboro, Mass., where he will 
visit the home offices of the Saart Bros. 
Co. and before leaving for home will stop 
at Philadelphia for a few days to visit 
at the old home of Mrs. Thomas. 

The trade was shocked to learn of the 
accidental death of Harry W. Dodd, In- 
diana representative for the R. Wallace 
& Sons Mfg. Co., which occurred at 
South Bend, on Saturday evening of last 
week. Mr. Dodd, who was visiting at 
his home in South Bend was returning 
from a party when the car he was driv- 
ing was hit by another automobile. He 
was thrown from the car and killed out- 
right. Mr. Dodd became associated with 
the R. Wallace & Sons Mfg. Co. in De- 
cember, 1929, and traveled out of the 
Chicago office. 

A letter has been mailed to creditors 
of L. H. Schafer & Co., Inc., 31 N. State 
St., by the Manufacturing Board of 
Trade, recommending the immediate 
liquidation of this business, as that is 
the wish of Mrs. L. H. Schafer, and Fred 
C. Strang. The late L. H. Schafer was 
the controlling stockholder of the busi- 
ness and manager, and Fred C. Strang, 
vice-president and minority stockholder. 
The Creditor’s Committee thereupon de- 
cided to recommend that the affairs of 
the corporation be liquidated in the most 
economical and expeditious manner. A 
deed of trust was executed to Louis 
Goldman, of Goldman, Allshouse & 
Healy, by the corporation on June 9. 
Mr. Goldman will handle this matter 
under the advice of the Creditors’ Com- 
mittee and the Manufacturing Jewelers 
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Board of Trade. ‘The extension notes 
that were signed by the late L. H. 
Schafer as treasurer of the corporation 
will not be distributed to creditors. The 
financial condition of the corporation 
is practically the same as shown in the 
financial statement of Jan. 31, 1930. 








DETROIT 


Philip Krawitz, Inc., 603 Metropolitan 
building, Detroit, is a new Michigan or- 
ganization. The capital stock is $50,000. 
This concern is engaged in manufactur- 
ing and wholesaling of jewelry. Among 
the stockholders are A. C. Lappin, Frank 
L. Griffin and Felix F. Silver. 

Erdman-Berg, Inc., is the name of a 
new Michigan concern which recently 
has entered business to specialize in the 
sale of watch bracelets. The capital 
stock is $10,000. The owner is Erdman 
W. Berg who, for a number of years, 
was Michigan traveling representative 
for the E. H. Pudrith Co., wholesale 
jeweler in Detroit. Mr. Berg announces 
he plans shortly to open a place in De- 
troit for convenience of the local trade. 


CLEVELAND 


The partnership of Smith & Eggli, 
Alliance, has been dissolved. Guy Smith 
who is an optometrist will open an 
optical office and Mr. Smith will continue 
the jewelry business which was estab- 
lished 18 years ago. 

The 24 Karat Club held a luncheon 
meeting on Wednesday at the Hotel Win- 
ton and decided that the dinner meeting 
for members of the trade to hear P. J. 
Coffey speak on “Diamonds” would be 
held on June 25 at Hotel Winton. Mr. 
Coffey is scheduled to address members 
of the Rotary Club at the Hotel Statler 
at noon on June 26. 

The Lewis Jewelry Co., 603 Prospect 
Ave., held its formal opening on Satur- 
day of their remodelled store. The busi- 
ness was founded 50 years ago and is 
the oldest credit jewelry store in Cleve- 
land. Approximately $60,000 has been 
spent in the remodelling of the store. 
Walnut fixtures of special design have 
been installed. A large clock occupies 
the center of the store in a special case. 
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The color scheme of the interior is blue 
and silver. A new vault 9 by 11 feet 
has been installed. The exterior is of 
red marble and a huge Neon sign in 
many colors runs the full width of the 
store. The second floor of the building 
has been leased and will be used for dis. 
playing silverware and electrical goods, 
An optical department has been opened 
with a registered optometrist in charge, 
The store was a veritable bower of 
flowers and congratulatory telegrams 
were received from friends in the trade 
from all over the country. 


EVANSVILLE 


At the Democratic State convention 
held at Indianapolis on June 10, Frank 
Mayr, Jr., well known diamond mer- 
chant and jewelryman of South Bend, 
Ind., was nominated for secretary of 
State of Indianapolis on the fifth ballot 
after a spirited contest. He has been 
engaged in the jewelry business in South 
Bend for many years and is well and 
favorably known to the trade in north- 
ern and central Indiana. He has been 
active in Democratic politics for a num- 
ber of years. 

Retail jewelry dealers of Evansville 
and other towns in southern Indiana, 
as well as those in southern Illinois and 
western and northern Kentucky, report 
that trade has been fairly active in June. 
A large number of June _ weddings, 
coupled with the fact that June is the 
month for high school commencements, 
have added a good deal to the local vol- 
ume of trade. Dealers say that indica- 
tions point to a fairly good volume of 
trade during the summer months, al- 
though nothing like a rush in business 
is anticipated. Wholesale dealers say 
trade has been only fair, but that they 
are looking for a change for the better 
between now and Sept. 1. 


ST. LOUIS 


Mrs. F. S. Pickles of the Robbins 
Jewelry Co. has gone East and will 
spend some time at New Rochelle, N. Y. 

George L. Neuhoff, Jr., of the Heffern- 
Neuhoff Jewelry Co., has gone to Chi- 
cago, after which he will leave for Green 
Lake, Wis., for a short pleasure trip. 

The Drosten Jewelry Co. is adding 
additional floor space to take care of its 
increasing diamond business according 
to Will Drosten, head of the firm. Mr. 
Drosten was recently elected head of the 
Rotary Club of St. Louis. 

A clever swindler has defrauded six 
jewelers in St. Louis, Mo., by clipping 
the printed names of business houses 
from the telephone directory and pasting 
them on checks, so that they appeared 
to have been printed there. The swindle 
came to light recently when August W. 
Koch, 3740 Gravois Ave., St. Louis, re 
ported to the police he had cashed 4 
check for $80, giving the swindler a $60 
ring and $20 in cash. 
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MILWAUKEE 





Arthur Weber, Fairwater, Wis., has 
purchased the store of Ed. Hobkirk at 
Brandon, Wis. 

E. Eichstedt, who formerly operated 
a jewelry store at Random Lake, Wis., 
has opened a new establishment in the 
village of Grafton. He will specialize in 
diamonds in his new location. 

Armand Wuilleumier, jeweler at Mon- 
ticello, Wis., died June 10, following a 
heart attack. Mr. Wuilleumier, who was 
56 years of age, was born at Tramelan, 
Switzerland, Sept. 23, 1872. He came 
to the United States in 1904, first 
settling in Connecticut. He has been a 
resident of Monticello since 1909. 

Among the retail jewelers in Wiscon- 
sin who called at local wholesale houses 
during the past week were: G. M. Mol- 
ster, Waukesha; Alfred Schroeder and 
Howard Bruhy, West Bend; William 
Endlich, Kewaskum; W. R. Amidon, 
Hartford; H. Breitzman, Fond du Lac; 
and Harry Doolittle, Jefferson. 


Jewelry stores in Milwaukee will 
observe the Saturday afternoon closing 
custom during July and August, it has 
been decided here. A number of jewelry 
concerns, including the Bunde & Up- 
meyer Co., Rank & Motteram, Louis 
Esser Co., Alsted Kasten Co., Jones 
Neverman Co., and William H. Schwanke 
plan to give their salespeople the ad- 
vantage of the three-day holiday from 
July 4 to 7. 

A burglary which resulted in the loss of 
$500 in jewelry by the Doolittle & Sever- 
son jewelry store, Stoughton, Wis., May 
7, has been solved with the confession 
of a 17 year old Stoughton High School 
student. The youth attempted to pawn 
a woman’s wrist watch set with three 
diamonds in a Milwaukee pawnshop. 
The pawnbroker became suspicious and 
called a detective. All the loot, includ- 
ing 13 rings, a brooch, a fountain pen 
set, mesh bag, two silver compacts and 
some silverware, was recovered. 

George W. Fink, one of the founders 
of the present Bozhardt-Possin Co., and 
prominent Milwaukee jeweler, was seri- 
ously injured when struck by an auto- 
mobile as he was alighting from a street 
car at First and National Aves., Mil- 
waukee. Examination at the County 
Emergency Hospital revealed a possible 
hip fracture and lacerations about the 
face. Mr. Fink founded the Fink- 
Bozhardt Co. He sold his interest in 
that concern in September, 1918, and 
since that time has been employed by 
various jewelers in the city. 

: Business leaders among Milwaukee 
jewelers attended the 27th Association 
of Commerce Good Will Tour, visiting 
30 Wisconsin and Michigan communities 
during the week of June 9 to 13, and 
stressing the fact that Milwaukee is 
the Midwest’s most diversified market. 
A. C. Possin of the Bozhardt-Possin 
Co., wholesale jewelry establishment of 
Milwaukee, is a member of the Trade 
Promotion Committee of the Association 
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of Commerce which sponsored the tour. 
Mr. Possin, himself, was among the local 
jewelry executives who attended the tour. 
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LOS ANGELES 


A. C. Bard, diamond broker, has 
moved from 608 Title Guarantee build- 
ing to 1004 Metropolitan building. - 

T. J. Craven, watch repairer, has 
opened up for business at 424 S. Broad- 
way, sharing space with T. Zimmer, 
lapidary. 

L. Ryerson, formerly of Portland, but 
more recently at Oakland, has opened 
offices in Los Angeles, as representative 
of the Seth Thomas Clock Co. 

George Monin, recently from Chicago, 
has launched the Artistic Jewelry Co., 
at 904 Title Guarantee building, for 
manufacturing wedding rings. 








Julius Crane, for many years in busi- 
ness at York, Neb., has taken over the 
business of A. J. Dutton, Anaheim. 
The latter has opened a new store in 
Pomona. 

Sam Kleinman, manufacturing jeweler 
here 10 years ago, has opened up in 
the Title Guarantee building, under the 
style of the S. Kleinman Co. as a dia- 
mond broker. 

George Hambright, diamond expert of 
Los Angeles, visited Santa Ana this 
week, where he addressed the Orange 
County Retail Jewelers Association, on 
the subject of precious stones. 

H. Harmon, for five years in business 
at Daytona Beach, Fla., has opened an 
establishment at Compton. Before going 
to Florida, Mr. Harmon had been en- 
gaged for several years in business at 
La Verne, Cal. 

William M. Bowley, diamond setter, 
500 Metropolitan building, has formed 
a partnership with Ernest D. Engelland, 
formerly connected with T. Besbeck, 
Bumiller building, and the new firm has 
opened offices at 1002 Metropolitan build- 
ing. 

Elias I. Berger, formerly operating 
a business in the Title Guarantee build- 
ing, has become associated with A. B. 
Cohn & Bro., 7th and Hill Sts., where 
he will assist J. Cohn in a wholesale de- 
partment recently opened by A. B. Cohn 
& Bro. 

Glenn Averill, Clarence Runyon and 
Jud Nichols, Huntington Park, paid a 
visit this week to Pasadena, where they 
aided local jewelers in preparing to or- 
ganize Alhambra, San Gabriel, South 
Pasadena and Pasadena into an as- 
sociation. President J. Herbert Hall, of 
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the State association, is one of the spon- 
sors of the project. 


A. Kirsch & Co. is one of the most re- 
cent additions to the firms in the 
Metropolitan building. Mr. Kirsch, 
formerly at suite 622, is an importer of 
diamonds and his partner, E. Mahy, is 
one of the pioneer diamond cutters on 
the Pacific coast. Mr. Kirsch will re- 
tain his old offices as importer and Mr. 
Mahy will look after the cutting end of 
the business in suite 632. 








SAN FRANCISCO 





Upon his return from a long trip 
which included southern California, J. 
H. Spiro announced his plans for open- 
ing a branch office in Los Angeles. 

H. M. Shane, formerly of 12th St., 
Oakland, has opened a beautiful jewelry 
store on Broadway, between 13th and 
14th Sts., Oakland. The new establish- 
ment replaces the former store. 

Kathryn Stratton and Roy W. Fischer, 
owners of M. W. Cohen & Co., manufac- 
turing jewelers, who for 22 years have 
been located in the Jewelers building, 
150 Post St., have moved to the Shreve 
building, 210 Post St. 

Dan Levin, one of the well-known re- 
tail jewelers of San Jose, Cal., sent out 
invitations to friends in the trade, 
notifying them that he would hold an 
informal opening of his new jewelry 
store, 155 S. First St., San Jose, on the 
evening of June 10. 

L. A. Mead, watchmaker and jeweler, 
of Santa Clara, is not yet established 
in a permanent new store. His jewelry 
store, and several other establishments, 
were wrecked by an explosion, caused by 
a leaky gas pipe. That was some time 
ago and Mr. Mead is doing business in 
a temporary location. 

Declaring that jewelers he visited 
were feeling decidedly optimistic re- 
garding fall business, Martin H. Cooper 
returned to his office in the Mutual 
building, early in June. Mr. Cooper 
who is the western representative of 
Morris H. Kaplan & Sons, had been over 
the territory as far as Denver, calling 
on his firm’s customers. 

Jesse Prigoff of Wander & Kaufman 
has been visiting the trade here and 
called on their Coast representative, 
Marcella J. Fox. Jack Kaufman, repre- 
senting the Kaufman Mfg. Co., has left 
after visiting the trade and William S. 
Fulton, their Coast representative. Wil- 
liam Lowe, traveling representative for 
Bliss Bros. in the Coast territory, has 
been here and has left for the North. 








Throwing a brick wrapped in news- 
paper through a display window of 
Edward De Pascale’s jewelry store, 896 
Water St., Meadville, Pa., an unknown 
thief recently escaped with four watches 
valued at about $200. 
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How Cleveland Credit Jewelers Use Letters to Increase 


and Hold Business 


their business. 


cumstances an extension will be granted. 
sideration is given the account before drastic steps are 
taken compelling the customer to pay the obligation. 


Second, a customer making an initial purchase is im- 


mediately contacted and is offered unusual inducements 
to increase committments with the store. In the letter 
that follows observe the intimate friendly tone of ex- 
pression. Also the offering of special allowances on addi- 
tional purchases. The offer to take the price of the article 
recently purchased off any merchandise selected must 
of necessity be a moderately priced item. 


Letters Sent to New Customers 


“As a new customer of this store, we extend to you 
a hearty welcome. Courteous, friendly service is our 
aim, and we wish to do our share toward making our 
business relations a genuine pleasure. 

“We want you to become better acquainted with our 
store and our manner of doing business and as a special 
inducement, we are going to offer you the price of the 
article you have just purchased off on any article amount- 
ing to $25 or over. This will give you your first purchase 
as a FREE GIFT. 

“Call in now and make your selection from our hun- 
dreds of beautiful DIAMONDS, WATCHES, BIRTH- 
STONE RINGS, EMBLEM RINGS, TOILET SETS, 
SILVERWARE SETS, BEADED BAGS, PERCOLATOR 
SETS, and NOVELTIES. 

“NO DOWN PAYMENT WILL BE NECESSARY 
AND TERMS WILL BE ARRANGED TO SUIT YOUR 
CONVENIENCE.” 

In approving the credit of a customer, another letter, 
courteous and sincere extends an invitation for an adjust- 
ment of any dissatisfaction that may arise. 

“As a new customer of this store, we extend to you a 
hearty welcome. Courteous, friendly service is our aim, 
and we wish to do our share toward making our busi- 
ness relations a genuine pleasure. 

“If anything should arise in connection with our ser- 
vice to cause you the slightest dissatisfaction, I shall con- 
sider it a favor if you will come to me personally. 

“Our credit department has approved your credit, and 
I know that we can always depend upon you to live up 
to your word. 

“Again thanking you for the privilege of serving you, 
and hoping you will make our store, YOUR STORE, 
we are, 

“P. S. We ask you to kindly make your payments at 
our store or if inconvenient to do so advise us and we 
will have our representative call at your home.” 
Undoubtedly more letters are written regarding de- 
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HE house of Rotbart Bros., credit jewelers, Cleve- 
land through a series of well prepared letters has 
accomplished a two-fold purpose in conducting 
First, faltering accounts—those failing 
to make payments promptly are appealed to, urging them 
to protect the credit they have established and if for 
any reason are unable to pay through unavoidable cir- 
Every con- 
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linguent accounts than those designed to increase and 
stimulate business. Several types of letters used by 
Rotbart Bros., are employed in the initial series, appeal. 
ing to the customers sense of fairness and honesty, 
When a customer misses the first payment; the follow. 
ing stern but friendly letter is sent. 


“We were surprised to note that you have failed to 
meet the first payment on your account which was 
due on .. 

“You must realize that by neglecting your account, 
especially as this is your first purchase here, you are 
making a bad impression, and we surely want our busi- 
ness relations to be friendly. 

“Kindly call in or mail payment today.” 


With only a small balance unpaid on an account, a 
special inducement is embodied in the following letter 
urging the customer to make additional purchases. 


“We dislil.e continually reminding you regarding the 
small balance due on your account. 

“We know that you are good for several times this 
amount, but in dealing with thousands its a matter of 
form to call past due payments to your attention. 

“Wouldn’t it be more pleasant for all concerned if we 
were not forced to write you? Your account has proved 
satisfactory up till the present time so keep up the good 
work by mailing. us a check or calling in with the bal- 
ance still due. 

“In appreciation of your valued patronage, we are 
enclosing a check for $5 which can be used on a purchase 
of $25 or over. 

“Select what you wish and say, ‘Charge it.’ Arrange 
terms to suit yourself.” 


The series of letters requesting payments on accounts 
is extensive. Special letters are prepared to cover 
specific circumstances. Space does not permit publishing 
the letters in full but pertinent paragraphs from the 
most important ones are herewith given. 


“At the time you made your purchase at our store, you 
agreed to pay. 

“We insist that ALL PAYMENTS BE MADE AS 
AGREED, and hope that we will not again be compelled 
to call this matter to your attention.” 


“What is the trouble? 

“If there is some difficulty, come in and talk it over 
with us, as your indifference merely leads us to beliew 
that you are missing your payments intentionally.” 


“You always paid regularly on your account here, bul 
all of a sudden you have stopped. 

“We tried to figure out just what your reason is, but 
we are at a loss to understand. We feel that you are in 
some difficulty, and we want to help you for we appre 
ate the good record you have so far established with us.” 

(Continued on page 68) 
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Interesting Brochure on Silverware 
and How to Use it Issued by 
the Alvin Corp. 


In keeping with the now fashionable 
practice of dining and entertaining at 
home, the Alvin Corp., silversmiths, has 
issued an attractive little booklet en- 
titled “The Crowd Comes to Our House,” 
which contains information not only 
descriptive of what is proper in silver- 
ware for the well set table, but also a 
detailed account of what should be 
served, and how to prepare it. 

Recipes that would flatter the table 
of a sovereign and tickle the palate of 
the most particular epicure, are inter- 
spersed among the illustrations of ap- 
propriately set tables. These recipes 
have been devised by the most promi- 
nent of culinary experts. 

The booklet is written in a charming 
style by Grace Higgins, and the reader 
gets at once that feeling of intimacy 
with the socially elect, the selling power 
of which cannot be estimated. 


* * * 


Warren Telechron Co. Expands 
Factory and Office Space 


For the sixth time in its short exis- 
tence, the Warren Telechron Co., of 
Ashland, Mass., has been compelled to 
expand its factory and office space to 
meet production demands. Ground has 
been broken and building operations 
have been begun to increase the present 
Plant area of 42,000 square feet by one- 
third to a total of 55,500 square feet. 

The first Telechron electric clock was 
made in a hen house on the farm of 
Henry E. Warren, inventor of the Tele- 
chron and of the regulated time system 
which now blankets the United States. 
At that time Mr. Warren and his Nor- 
Wegian hired man comprised the entire 
personnel of the organization, with Mrs. 
Warren as bookkeeper and stenographer. 
The hired man is still with the com- 
pany as chief inspector of the Ashland 
plant. 

Later the scene of operations was 
moved to the old red barn on the Warren 
farm near Ashland and the organization 
grew to a dozen people. Soon it moved 
again, this time to the second floor of 
an old factory building in Ashland. In 
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October, 1927, the business had attained 
such proportions that the first unit of 
the company’s present factory was 
erected. In less than two years this 
plant of 14,000 square feet has been 
increased to 42,000, and now 13,500 more 
are being added. 
* x * 


Fred Gruen and Party View Watch 
Exhibits at Leige, Belgium, 
Exposition 


The accompanying illustration shows 
a scene taken on the Suisse Pavilion at 
the exposition in Leige, Belgium, where 
the entire Swiss watch industry made 
an outstanding exhibition. The Swiss 
delegation officials are shown escorting 


a al 
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room was the ultra modern character of 
all display booths, furniture, etc. 
*x ~*~ x< 


A Free Work on Patents and Trade- 
Marks 


Patents, Trade-Marks, Copyrights— 
Law and Practice, by Oscar A. Geier, 
just published by Richards & Geier, 
Patent and Trade-Mark Attorneys, New 
York, is a book written in terms the 
business man can understand, and covers 
the essential features of our Patent, 
Trade-Mark and Copyright Laws. 

The Patent Law section of the book 
explains who may obtain a patent, what 
may be patented, the importance of 
specification and claims, patent inter- 


FRED GRUEN AND PARTY INSPECT WATCH EXHIBITS AT LIEGE EXPOSITION 


Fred Gruen (third from the left) and 
party through the exposition. 

In a room devoted to the displaying 
of small products, two of the booths 
contained exhibits of the Gruen organiza- 
tion. One was made by the Gruen- 
Weber Case Co., of Geneva and the other 
by the Alpina Gruen Gilde. An in- 
teresting note of the exhibits in this 


ferences, reissues, appeals, infringe- 
ments suits, etc. 
“The Trade-Mark end of the book 


covers trade-marks in general, valid 
trade-marks, invalid trade-marks, un- 
fair competition, State registration, in- 
terferences, oppositions, appeals, in- 
fringements, etc. 

This fifth edition has been completely 
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revised and brought up-to-date to con- 
form with the changes of the law and 
practice since the fourth edition was 
issued in August, 1928. The book may 
be had without cost by those who apply 


for it. 
cd * * 


Window Display Set Supplied by 
Hammond Clock Co. 


A new and unusual type of window 
display was recently developed by the 
Hammond Clock Co., Chicago. The set 
consists of five pedestals for holding 
various models of the line, six price 
cards, and two triangular wall cards 
to hold the electric kitchen clocks. All 
material consists of rigid card-board ma- 
terial well designed in modern line and 
color, that lends itself to several in- 
teresting groupings. 

The material furnished would suffice 
for a medium sized window, but indi- 
vidual pieces can be used at different 
times at various places; the pedestals 
can be used at different times at various 
places; the pedestals can be used for 
the counter and the wall cards hung in 
the store after having served their pur- 
pose in the window. 

According to the July Hammond 
Times, the company’s house organ, these 
displays can be had from the firm for 


the asking. 
: —s <2 


Ronson’s Newest Selling Aid 


In conjunction with their large. adver- 
tising campaign, Ronson has added an- 
other aid for the dealer. Handsome 
heavily embossed display cards, especial- 
ly imported from Europe, featuring 
either the Ronson Lighter or Perfu-Mist, 
are now available. These silent sales- 
men, to effectively attain their purpose, 
should be displayed now, when the great 
outdoors makes lighters an essential to 
be carried in every pocket; in these days 
of warm weather when the Perfu-Mist 
is more than ever an essential for the 
delicate charm of women. 

Well placed display cards are effec- 
tive sales builders. Ronson will be 
pleased to forward them to dealers on 
request. 

* | ca * 
The New “Custom House Guide” 


The 69th edition of the Custom 
House Guide just issued contains the 
complete new Tariff Act, together with 
a copyrighted special index of over 20,- 
000 articles thereunder, alphabetically 
arranged, compiled by customs experts, 
giving paragraph numbers and duty 
rates. This exhaustive annual of For- 
eign and Domestic Commerce will be par- 
ticularly welcome this year as locating 
commodities under the new act itself is 
said to be no easy task; if for no other 
reason, this reference work will prove 
invaluable as an authority and time 
conserver. 

This definite contribution, practically 
three volumes in one, to American busi- 
ness development is edited by A. G. 
McCourt who for 25 years has served 
as Acting Deputy Collector of the U. S. 
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Customs. He has been assisted by John 
F. Budd, well known student on com- 
mercial relations and publisher of tech- 
nical customs books. 

The new edition is durably bound in 
cloth and comprises 1325 pages. It has 
appeared yearly since 1862 and is said 
to be the only customs and tariff annual 
of its kind. It is published by the 
Custom House Guide, Custom House, 
New York at $5. 


* oe Ok 
A New Server in Charm Pattern by 
Holmes & Edwards 


Have you ever had to say, “Excuse 
Me,” as you reached into the vege- 
table dish for the spoon? Hasn’t it 
always been difficult to pick up vege- 
tables with the narrow and deep table 
spoon? These have been the experi- 
ences of the author, and surely many 





NEW SERVER IN CHARM PATTERN 


others upon whom the duty of serving 
the dinner falls. However, the Holmes 
& Edwards Silver Co. has designed an 
appointment that will remedy these 
situations. 

Holmes & Edwards have designed a 
real vegetable server. It has a long 
handle, a wide oval bowl, and one needs 
but to pick it up to understand its real 
value. The spacious bowl will readily 
pick up vegetables and safely convey 
them. The long handle will prevent the 
server from slipping into the dish. In 
general, this new vegetable server is a 
thing that has been needed for a long 
time. 

This new server is available in Charm 
pattern only, at the present time, and 
comes packed two in a lined box. A 
very suitable gift. Or it may be had 
with a 26-piece service—three vegetable 
servers in place of the six tablespoons, 
with no change in price. 

ce aoe 


A New House Organ 


Ole Timer is the title of a house organ 
that is being published by the Clark 
Tool & Material Co., Kansas City, Mo. 
The first issue, which appeared this 
month, contains a brief outline of the 
company which is the oldest exclusive 
concern of its kind in Kansas City. The 
company has been in business here 18 
years. 
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Contract for Silverware for Waldorf. 
Astoria Awarded International 


Silver Co. 


One of the largest and most important 
orders for hotel silverware that has ever 
come to the trade, was recently placed 
for the new Waldorf-Astoria Hotel, 
which is being erected in the block be. 
tween Park and Lexington Aves., and 
49th and 50th Sts., New York. The 
order was awarded to the Internationa] 
Silver Co., after several weeks of ¢o. 
operative effort between F. N. Wilcox, 
manager of the Hotel Division of the 
International, Nathan Straus & Sons, 
who have the general contract for fur. 
nishing silverware, china and glass for 
the hotel, and Lucius Boomer, presi- 
dent of the company that will control 
the new Waldorf-Astoria. 

This contract, under which the Inter. 
national Silver Co. will supply the en. 
tire service to the hotel, calls for a spe. 
cial design which will be made and used 
exclusively at this hostelry. So much 
designing and preliminary work is ne. 
essary to start that it is expected that 
little progress will be made in the actual 
production of silver equipment for sey- 
eral weeks but the designs were ap- 
proved by Mr. Boomer prior to his de 
parture for Europe, May 21. The design 
is in harmony with the general motif 
that dominates the hotel in its decora- 
tion. 

The initial order calls for considerably 
over 100,000 pieces of plate and hollow. 
ware. 

The new hotel is expected to he 
ready for occupancy about the middle of 


September. 
* * * 


Silver for the Youngsters Described 
in Booklet Issued by R. Wallace 
& Sons Mfg. Co. 


The R. Wallace & Sons Mfg. Co, 
silversmiths, Wallingford, Conn., recent- 
ly issued an interesting booklet entitled 
“Silver for the Little Folks.” Within 
its pages are illustrated and described 
every conceivable article in silver for 
the youngster. 

The concern points out that silver for 
children has a year-round salability that 
makes it of primary importance in the 
jeweler’s line. Many of the patterns 
embodied in this silver are traditional, 
while others have a modern feeling of 
simplicity and beauty. 





“4 





The standard of achievement in illv- 
minated signs, lighted floors, shop wil- 
dows and so on is likely to be raised 
from the decorative standpoint by the 
newly patented process of a young Et 
glish artist whereby various colored 
glasses can be fused in one design. Et 
perimentation has been proceeding fot 
two years, and the inventor, Basil % 
Bayne, now claims to have perfected the 
process by which a thin pane of glas 
and a mosaic layer of colored glass i 
fused together, thus eliminating the us 
of lead work, and allowing the artist # 
go back to pure design in glass. 
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Waterford & Son—Jewelers and Watchmakers 


and can say so if I decide to tell.” 

With a sneer Elmer said: ‘Huh, 
you're a fine guy, you are. You said—” 

“Just move one side, Karl,” Eric in- 
terrupted quietly. His fist was closed 
and his eyes fixed on Elmer. That was 
enough. Without another word the man 
turned on his heel and hurried out of 
the store. 

After an awkward pause Eric said: 
_ you, Karl. It was decent of you. 
he. . | appreciate it. We...e. 
we've ‘got our hands full now, I guess. 
I wish father was here.” 

“So do I. This wouldn’t have hap- 
pened if he had been.” Then Kar! tur ned 
to his bench in the window and started 
work. 

Eric left the store and automatically 
walked to Miss Schultz’s for the letters. 
They were ready. Back to the store the 
young jeweler marched, his mind turning 
over a dozen schemes for replacing the 
salesman. He dropped the package of 
letters on the desk and once more left 
the store. He wanted something to eat, 
and he wanted to talk to Bijah. 

When he turned onto Central Avenue 
he stopped dead. An idea occurred to 
him, a swell idea, too! A minute later 
he swung through the revolving doors of 
the Brent Department Store and up to 
the jewelry counter. A strange young 
girl was there, so with a sense of dis- 
appointment he left the store. Then he 
realized he was very hungry, so crossing 
the avenue he entered Hepler’s and slid 
onto a stool at the counter. 

Then his heart gave a jump, for, sit- 
ting in a corner, was Judith Somes. 
“Gosh, big eyes, just the girl I was hunt- 
ing for. Let’s sit with you?” 

“Oh, yes; if you like, kind sir,” she 
said. “And how’s the big boy after this 
long time?” 

“Fine; but listen. Will you quit your 
job with old flatfoot and come and work 
for me?” 

A pair of serious brown eyes looked at 
Eric. Then a funny little smile flashed 
across her face. “What are you talking 
about, my young friend? What you 
mean, work for you?” 

“I mean for the store, of course.” Then 
he told her about Elmer and the hap- 
penings of the morning. 

“So you came right to me, did you? 
I'll say you’re some fast worker, boy. 
But maybe you won’t be so hot about it 
when I tell you that I’m ..er. . 
resting, as we say in the profession. In 
a word, old flatfoot decided the store 
could stagger along without my valuable 
services,” 

“That was because he saw me there 
wasn’t it? The dirty skunk; I’ll go and 
wring his miserable—” 

“You have had enough blood for one 
day. Pipe down, big boy. That stuff 
don’t get you anywhere. But do you 
Teally think your old man’ll stand for a 
girl i in his highbrow store?” 

“Sure he will, big eyes. And you 
know the stuff, at least a lot of it, and 


” 


(Continued from page 31) 


you'll soon get the rest. Gee, kid, I . 

I wish you would. We could sure make 
things hum in the old place. Will yom 
come?” 

Looking frankly at him she grinned 
and holding out her hand, said: “Will 
I? AND HOW.” 

Eric felt very sheepish that evening 
when he told Bijah that he had hired 
Judith Somes to work in Elmer’s place. 
Bijah looked at the youngster in si- 
lence, but an amused smile played round 
his big, aggressive mouth. The older 
man’s gaze embarrassed him, so he 
added quickly. 

“Y’ see, old timer, we used to pay 
Elmer 40 bucks a week, while we’ll only 
pay Jud . . this girl $22 to start with. 
She got more than that from the Brent 
Department Store, but on account of 
her not knowing our class of trade she’s 
willing to start for less.” 

“When’s this here girl start?” 

“Tomorrow morning.” 

“Gosh, young fellow, then she must 
be out of a job.” He waited for Eric 
to say something, but that young man 
was too embarrassed to say anything; he 
felt that he couldn’t do so without a lot 
of awkward explanation. Not getting 
an answer, Bijah shrugged his shoulders 
and said: “Well, it’s up to you. But 
watch your step. And that reminds me, 
if you’re not doing anything next Thurs- 
day come to the C. of C. for the monthly 
luncheon. There’s some guy from New 
York going to talk about salesmanship. 
You might get a tip or so out of it.” 

“You going?” 

“Sure thing. I always get my money’s 
worth out of a good talk. It’s only the 
‘smart Alecs’ who never get anything 
from other people’s ideas.” 

Eric arranged for Judith to come in 
the next morning at 9.30 o’clock; he 
wished to tell Karl about the new as- 
sistant before she got there. The boy, 
Simpson—Eric called him “Simp,”— 
was sweeping out when Eric walked 
over to where Karl was slipping on his 
old alpaca coat in which he worked at 
his bench. Coughing nervously, the 
young jeweler began in as casual a tone 
as he could muster: 

“Er... Karl...” The old watch- 
maker looked up sourly. “I... er 
. . . I’ve made arrangements for some- 
one to take Elmer’s place.” 

“Ye have? Humph! I was thinking 
but what you might be going to give 
him another chance. I saw him last 
night, and he’s willing to apologize if 
you let him come back. He’s been here 
a long time, and your father’s not one to 
like new help.” 

“Nothing doing. That guy’s through. 
He ought to have been fired years ago.” 

“That’s what you think, young man. 
You want new everything, new lines, 
new store, new people. I expect you’d 
like to see me go, too, hey?” 

“Don’t talk like a fool; you know bet- 
ter than that,” Eric snapped angrily. 

“So I’m a fool, am I? But I tell you 





that you can’t make me leave, even if 
you do insult me. I’m working for your 
father, and I’ll take orders from him 
only. I wouldn’t work here a minute 
under you.” 

Eric stared in amazement at Karl. He 
wanted to be friends with the cranky, 
yet remarkably clever watchmaker, but 
it seemed impossible. Before he could 
frame a reply the door opened and 
Judith steppd in. 

She gazed around the store with in- 
terest. So this was the home of her new 
job. Nothing like the large, smart and 
up-to-date store from which she had 
come, yet it looked homey to the shrewd 
and capable girl. 

“Good morning, Mr. Waterford,” she 
began demurely. “I hope I’m in time.” 

“Oh, yes, that’s all right,” Eric re- 
plied in embarrassed tones. “Er... 
now you'll have to hang your hat and 
things in the office; it’s that little place 
behind the screen. Er . . before you 
go, I want you to know Karl Emden.” 
Turning to Karl he said: “Oh, Karl, 
you remember I told you I had someone to 
take Elmer’s place; well, this is it; no, 
I mean this is her, Miss Judith Somes.” 

Karl stared at her. A woman in 
Waterford & Son’s! He looked her up 
and down, and grudgingly recognized 
her smart and attractive appearance. 
Then, “My God, a girl; what next?” 

“That’s a good line when you’ve sold 
something—what next? I appreciate 
your enthusiastic welcome, and the same 
to you.” Her eyes danced mischievously 
as she smiled at the scowling Karl. 

“I don’t know what your father’ll say 
to this when he gets back.” Karl turned 
to Eric. “But I don’t like it.” 

“Please don’t call me ‘it’ anyhow; call 
me ‘she.’ But you know, Mr. Emden, I 
know you’re not really such a grouch as 
you pretend. No one who is such a mar- 
velous watchmaker as you are could 
really be a grouch.” 

“What do you know of my watch- 


making? Think you can kid me, I 
suppose?” 
“Kid you? Say, if I wanted to do 


any kiddin’ it wouldn’t be with an old 
guy who knows his way about like you. 
And I do know about you, so there. I 
had an uncle who had an old Swiss re- 
peater watch; you know, one of those 
watches that shout out the time when 
you shove a switch. Well, he’d tried a 
dozen places to get it fixed but he said 
nobody could make it go till you fixed it. 
‘Member it? Uncle’s name was Somes, 
same aS my own.” 

Karl actually smiled! He remem- 
bered the watch and what a job he’d 
had with it. So that was her uncle? 
Well, well, and before he realized 
it he had actually told Judith that he’d 
do what he could to show her where 
things were. Of course. a girl was a 
nuisance in a store, but if he had to put 
up with it... . 

Half an hour later Judith was busy 
going through the stock drawers behind 
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the counter. She started with the top 
right-hand drawer and took everything 
out, dusted each article and rearranged 
things in orderly fashion. 

“No way to know a stock, my boy, 
like tackling it drawer by drawer,” she 
said to Eric. She had a smudge across 
her round little upturned nose, and Eric 
thought that smudges could look really 
attractive under. certain circumstances. 

A few customers came in during the 
morning and Eric noticed Karl eyeing 
Judith as she took care of them. Once 
she observed his gaze and deliberately 
winked at him. Thereupon he bent over 
his. work with exaggerated concentra- 
tion. 

“Mr. Eric Waterford, may I have a 
word with you?” 

Eric was quite willing to “have a 
word” with the vivacious girl, so leaving 
the little office where he was finishing 
the last few collection letters, he said: 
“With pleasure, Miss Judith Somes.” 
Then in soft tones, which he fondly hoped 
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would not reach Karl’s ears, he added: 
“Say, big eyes, it sure does look good 
to see you here.” 

“Naturally,” said Judith complaisantly, 
“but I’ll feel better about it when your 
beloved parent says that. But what I 
wanted to know is, how can I tell when 
any of this stuff was bought. Ye see, 
if I’m to be any use, I’ve got to 
know what’s old and what’s new, so I 
can work off the old stuff first. Must 
keep an eye on the little old turnover, 
you know.” 

But Eric couldn’t tell. There were 
no marks to indicate the date of pur- 
chase. Not only that, many of the 
things had no cost price on them; some 
had not even a selling price. The young 
man felt embarrassed to have this girl 
put her attractive finger on such an 
obvious weakness. 

“Oh, well, only one thing to do. Got 
the last inventory sheets? I can dig 
through them till I find the costs, or, at 
any rate, what they’re carried at. Then 
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I'll fix up proper price tickets for e. 
erything. And those things which yj 
can’t find a birthday for, we’ll call age 
—like they do the old horses at the 
races. Then you can think up some bri. 
liant idea for finding homes for the aged 
stock. And, kind boss, would it interes 
you to know how we kept our stock cards 
at old flatfoot’s?” 

“T’ll tell the world, curly locks. Bat 
tomorrow. It’s time you had lunch now,’ 

Judith left the store but as she passed 
Karl she gave him a wink and said: “Be 
kind to yourself; treat yourself to g 
smile.” 

Eric walked casually to Karl and 
said: “She seems to take hold well, don't 
you think?” 

Karl glowered at the young man and 
said, “Not bad—for a woman.” But 
Eric noticed that he brushed his old coaj 
before putting it on when he returned 
from his own lunch! 


(To be continued.) 





Why Installment Selling Succeeds 


(Continued from page 30) 











It is inevitable that the installment jeweler will be in 
competition with cash jeweler in any town or city where 
both types of business are conducted. It is obvious, too, 
that any aggressive jeweler in a community will be just 
as big a competitor of the others. This phase of busi- 
ness has always existed in the jewelry business as in all 
other trades. 

While the installment jeweler is meeting success to- 
day, time alone will tell whether it is a permanent 


method of conducting a business. The wise jeweler wil 
keep his eyes open and watch the trend of the times. 
He will in the meantime study the fundamental reasons 
for the success of the deferred-payment jeweler with a 
view to adopting his best methods, and adapting them 
to his own business. It is practical to adopt the methods 
of getting business discussed in the foregoing without 
adopting the principle of installment selling. The 
methods are fundamental and basic to all business. 





How Cleveland Jewelers Use Letters 


(Continued from page 64) 


“Several payments are now past due on your account. 

“This has probably escaped your attention and we 
vould appreciate your calling in or mailing remittance 
today.” 


“It seems that each time we expect to receive a pay- 
ment on your account it is first necessary that we write 
you some sort of a reminder. 

“Now, we dislike writing you letters probably as much 
as you dislike receiving them, and if you would try to 
remit your payments when they are due, or at least 
show us the courtesy of calling in and explaining your 
reason for not paying, we would not be forced to write 
you continually.” 


“This is to advise you that unless substantial payment 


reaches our store within three days from receipt of this 
letter, we shall be forced to communicate with the party 
who received our merchandise, stating the poor manner 
in which you have taken care of your account, and de 
manding return of our merchandise which was purchased 
on chattel mortgage, and which you refuse to pay fot. 

“We dislike doing this, but unless you comply with out 
demands we will be obliged to take this means of pro 
tecting our interests. 

“This is positively your last opportunity to show your 
good intentions.” 


“We are in receipt of your letter and are extending 
Cg as requested. 

“Hoping to receive a substantial remittance on that 
date, we are.” 
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Making His Watch Look Like New 


E can’t discuss all of the features 

of repairing a watch that makes one 
look like new. Let me discuss only one 
of the many features. That one is han- 
dling the metal parts. The plates, the 
train, the case, no matter how discolored 
or spoiled when the watch comes in, 
should go out looking like new if pos- 
sible. 


The First Bath 


Some will argue with me in this pre- 
scription, but my guess and practice is 
backed by the working experience of 
hundreds of watchmakers. I think that 
high-test gasolene or benzine is the best 
first bath I can give the parts of the 
watch. The time allowed is a necessary 
element. I think 20 minutes is none too 
long. The watch, of course, will have 
been thoroughly dissembled before it 
goes into the bath. 

I always brush the parts thoroughly 
with a reasonably coarse brush to get 
off all the larger stuff. To keep that 
loosened matter from settling back onto 
the watch, brush the parts while they 
drip with gasolene. I would brush them 
until the polish begins to come. Then 
an excellent way to do is to give the 
parts a rinse of five minutes in alcohol, 
then without brushing put them into hot 
water and soap suds, brushing lustily 
out of the soap and water and rinsing 
In almost hot water. If there are parts 
discolored that do not yield to these three 
Processes, then put the whole ensemble 
or those discolored parts into a solution 
of cyanide of potassium and rinse in 
water and then in alcohol, to insure per- 
fect cyanide removal, for both water and 
tyanide rust steel parts. Of course, no 
man likes to go to all these processes, 
Neither do I. I am talking now of bad 
cases, trying to bring them up like new. 


By MARVIN M. WALTERS 


[I Recommend Sawdust, Heated in 
Winter 

This is my average plan when using 
sawdust; clean sawdust, remember. 
Don’t use it too long. First in the gaso- 
lene, then brush wet and hurriedly with 
a coarse brush, then into the sawdust. 
In summer the dust is disintegrated and 
absorptive, but in winter it may become 
less absorptive, in which case it is better 
to set your sawdust box part of the day 
on the register that is generally near you. 
The heat stays in the box for a long 
time and this will aid in drying the 
watch quickly. 

One man kicked at my sawdust method 


by saying gruffly: “H——, no; don’t 
put dirt into the watch—take it out. 
Don’t use sawdust.” I have cleaned 


scores of his watches and had to go after 
his plates very vigorously in order to 
take off his dust wax, for he had a 
bad habit of hurrying the parts out of 
the gasolene and hurrying his polish by 
dipping his brush vigorously in chalk. 
Thus he actually electro-waxed the pivot 
holes and other bearing portions, leaving 
that nasty wax bed that is the jinx of 
oil. Generally watches treated thus stop 
mysteriously in about six to eight weeks. 
Don’t use wax; but if you must, use just 
a little after you are certain the parts 
are bone dry, otherwise you will roll onto 
your parts this film of wax that is almost 
ineradicable. 

From rough brushing out of gasolene 
into the sawdust and out, with a soft 
brush, snappy brushing, you will gen- 
erally get off most of the gums, oils and 
discolorations, and then after a rinsing 
in rainwater or a dip into cyanide and 
then a rinse in alcohol, varying the 
process to meet the demands of the gums 
and discolorations, each time to make 


sure that you thoroughly dry all parts, 
you will generally bring up the parts like 
new. I have taken hundreds of bad, old 
brass plates and of poorly gilded trains 
and have given the parts that satin soft- 
ness that new parts should have. What- 
ever method you use, please aim at mak- 
ing the man’s watch like new. I rec- 
ommend sawdust for all, generally 
toward the finish of the cleaning process. 
I spare the chalk method pretty much 
the same as I spare the whip on a 
mettled team of horses. 


Clean the Case 


Oh! but I am stepping on a lot of toes. 
Whole battalions of dust, turning cut- 
tings, odds and ends that have slipped 
in through the joints or down the pen- 
dant, are left in many case recesses, 
which despite the average dust band, 
are certain sooner or later to reach deli- 
cate hairspring or wind into the pivot 
oils or get into the leaves of pinions or 
into the teeth of the train wheels. I 
had almost as soon a cleaner would leave 
dust in the train as to leave it in the 
case recesses. Clean up all the case, not 
just that portion which the man can see. 
I have actually seen cases go out as if 
the case was no part of the movement 
and might be left dirty. 


Thumb Marks 


Ah! how I detest them, so useless are 
they after all. There is not one man 
out of 60 whose hands do not perspire 
and that perspiration left after shutting 
or otherwise handling case interiors, 
especially those bright surfaces on a 
screw bezel case inside the rear, cover, 
or those inner plates of the covers on 
hunting cases, soon enough shows what 





(Continued on page 73) 
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* GUARANTEED” 


PLATINUM 
AND 
IRIDIUM 
PLATINUM 


(In all hardnesses ) 
FOR JEWELERS 


for immediate 
shipment at 
competitive prices 





“THE WORLD RENOWNED HOUSE” 


Johnson Matthey & Co., 


INC. 


15 West 47th Street 
NEW YORK 
Telephone Bryant 4645 
May We Solicit Your Inquiries? 























CASH 
for your Scrap Gold 





Turn your old jewelry, 
polishings, sweepings 
into cash ~ full value. 


Our check will be sent to you 
promptly. 


> SPYCO <« 


Smelting & Refining Co. 


MINNEAPOLIS, MINNESOTA 
51 SO. THIRD STREET 
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HANDY & HARMAN 









Your SWEEPS 
and other Waste 
Contain Money 






Are you just as careful in selecting your 
Refiner as you would be in passing on the 
credit of a customer? You should be more 
careful, because you must trust your refiner’s 
ability as well as his financial responsibility 
and honesty. 








Consider carefully the matters of reputation, 
equipment and experience. These are impor- 
tant if you want to make sure of recovering 


All of the Value 








Send a lot to 


HANDY & HARMAN 
Bridgeport, Conn. 


Fulton & Gold Sts., 
New York City 







Service Plants: 


425 Richmond St., 
Providence, R. I. 















WARM WEATHER IS HERE 
Do You Know That 


FULCRUM OIL 


is the only lubricant for 





WATCHES 
AND CLOCKS 


ever produced 


THAT WILL NOT 
EVAPORATE 


when subjected to 
extreme heat? 


And we can prove it! 


“If You Are Not Using FULCRUM OILS You Are Not 
Using The BEST OILS” 
All Material Jobbers Sell FULCRUM OILS 


FULCRUM OIL COMPANY 
FRANKLIN, PA., U. S. A. 
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United States Patents 


Issue of June 10, 1930 


1,762,478. DISPLAY DEVICE FOR JEWEL- 
RY. CHARLES E. Koetnu, Rochester, 
assignor to Hickok Manufactur- 
ing Co., Inc., Rochester, N. Y. Filed 
April 24, 1926. Ser. 104,303. 10 claims. 

In a device of the class described, the com- 
bination of a bushing, a cap closing one end 
of said housing, said cap having a _ fluid 
opening, a float located in said housing, an 


mM. Xs 














extension at one side overhanging the base 
member in spaced relation thereto and over 
which an article of jewelry may be fitted, 
and an anchoring device for engagement by 
a flexible connection which extends from the 
article of jewelry in the groove about the 
projection. 


1,762,882. SNAP OR CLASP. RICHARD R. 
O. NINNERMUN, Fero, N. D. Filed Dec. 
21, 1929. Ser. 415,755. 2 claims. 

As a new article of manufacture, a clasp 
comprising complemental members, one of 
which is formed intermediate of its ends 
with a lateral bifurcated projection to which 
the other member is pivotally connected at 
one end, means for pivotally connecting said 





second member to said first member, said 
members being each formed at their adjoin- 
ing ends with laterally projecting shoulders 
whose paths intersect in the movement of 
one member relative to the other whereby 
one shoulder may be forced past and into 
locking engagement with the other shoulder 
to hold the clasp in closed position. 


1,763,026. 


_ 


DESK WATCH HOLDER. 
ALD E. WILLARD, Danville, Ill. 
Nov. 19, 1927. Ser. 234,438. 7 

_In a device of the class described, 

ing in combination, a skeletonized 

cast metal having feet at the bottom 


Don- 
Filed 
claims. 
includ- 
body of 
and 


projections at the top for engaging a watch, 
Lh 
ic 
10 —— 





8 grooved pocket in the back thereof, and a 
leg having a portion adapted to interlock- 
ingly engage said groove for maintaining 
Said body in substantially upright position. 


1,763,479. DIAMOND TOOL HOLDER. ERN- 
EST S. RICHARDSON, Fort Wayne, Ind. 
Filed Sept. 13, 1927. Ser. 219,290. 6 
claims. 

A tool holder comprising a block substan- 
tially L-shaped in cross section and provided 
at its under side with an abutment, said 
block having a passage, a tool bar located 


a 























in said passage, a sleeve seated in the block 
and disposed transversely of the passage, a 
bolt passing through the sleeve and the block 
and having its head engaging the abutment 
and a nut screwed upon the bolt and adapted 
to force the sleeve toward the bar. 


DESIGNS 
Issue of June 10, 1930 

81,316. SPOON OR SIMILAR ARTICLE. 

GROSVENOR N. ALLEN, Oneida, and LIL- 

LIAN V. M. HELANDER, Niagara Falls, 

N. Y., assignors to Oneida Community, 
N. Y. Filed Jan. 31, 1930 
Term of patent 14 years. 


Ltd., Oneida, 
Ser. 34,368. 





The ornamental design for a spoon or sim- 
ilar article as shown and described. 


$1,317. SPOON OR SIMILAR ARTICLE. 
GROSVENOR N. ALLEN and CHARLES A. 
BENNETT, Oneida, N. Y., assignors to 
Oneida Gommunity, Ltd., Oneida, N. Y. 
Filed Jan. 31, 1930. Ser. 34,369. Term 
of patent 14 years. 
a. 
i 
(|) 
\ Couey 








The ornamental design for a spoon or sim- 
ilar article as shown and described. 


81,329. 


WEDDING RING. 
San Francisco, Cal. 
1930. Ser. 34,932 


JOSEPH GRANAT, 

Filed March 17, 
Term of patent 3% 
years. 





The ornamental design for a wedding ring 
substantially as shown. 


81,342. FINGER RING. Oscar F. KLINKE, 
Attleboro, Mass., assignor to Bates & 
Klinke, Ine., Attleboro, Mass. Filed 
March 13, 1930. Ser. 34,844. Term of 
patent 7 years. 





The ornamental design for a finger ring, 
substantially as shown. 


United States Trade-Marks 


Issue of June 10, 1930 

The following trade-marks are published in 
compliance with Section 6 of the Act of Feb. 
20, 1905, as amended March 2, 1907. Notice 
of opposition must be filed within 30 days of 
this application. 

Marks applied for under the 10-year “pro- 
viso” are registrable under the provision in 
Clause (b) of Section 5 of said Act as 
amended Feb. 18, 1911. 

As provided by Section 14 of said Act a 
fee of $10 must accompany each notice of 
opposition. 


Ser. 299,477. THE WILcox Novetty Co., 
Athol, Mass. Filed April 25, 1930. 


The trademark ‘is a facsimile of the signa- 
ture of Mr. J. S. Wilcox, the treasurer of 
said corporation. 


For Clock and Watch Casings, Formed of 
Material Other Than Precious Metals. 
Claims use since July 15, 1926. 
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‘LEES & SANDERS. 


Better returns for your Sweeps mean 
AN INCREASED PROFIT 


SWEEP SMELTERS. 


BIRMINGHAM, ENG. 











eee FRANCO AMERICAN ecoecocecececeeeeeeeeeeeeeeeeece 
PRECIOUS METALS - ‘ 
CORPORATION 


DEALERS AND REFINERS GOLD, SILVER and 


PLATINUM METALS 
* 


General Office: 


@ee020e202@e2020202000000080800080080800 62 West Forty-seventh Streett,N. Y.C. ©6006 
WORKS: NEWARK, N. J. 




















We actually recover 
every grain of value 


from sweeps, polishings, filled cases, plated 
scrap, obsolete yellow gold mountings, etc., 
and pay highest market price always, ‘be- 
cause we use the refined metal. 


THOMAS J. 


DEE. SCO. 


55 E.WASHINGTON ST. CHICAGO 


Your lot is 
employ held intact 
traveling m “af | 


gold buyers 











ql Ti. Ho ARTHUR T. HAGSTOZ 


Ideal for the repair beach. Fine for T. B. HAGSTOZ & SON 


white gold, silver, platinum, novelties, 


the stone. 
Ask for circular J. 


etc. Soldering can be done close to Re. 53 GOLD, SILVER and PLATINUM 
- Refiners and Assayers 


- Ho kle | ie hee, IW 709 Sansom Street, Philadelphia 

































June 19, 1930 


295,549. LEE = Moss, New York. 
™. Filed Feb. 3, 1930 


Pag 


Finger Rings, Bracelets, Chains for 
anal Wear, and ‘Watch Charms. 
Claims use since Dec. 18, 1926. 


298,226. Artistic NoveLtTy Co., INc., 
Ser. ow York. Filed April 1, 1930. ” 


registration rights are claimed herein 
hy A initials * “N, Y.” apart from the mark 


as shown. 








AN Co. 
N. Y. 





Necklaces, Bracelets, Finger Rings, 
Pn Miley Pendants, Rhinestones, Pearls; 
Precious, Semiprecious, and Imitation Stones 
and Jewelry; Slides, Buckles, and Clasps 
Made of or Plated with Precious Metal. 
Claims use since 1920. 


Ser. 298,635. 


ness as Bristol Seamless Ring Co., 
York. Filed April 10, 1930. 


ADORABLE 


For Finger Rings. 
Claims use since about March 1, 


Max Kronstapt, doing busi- 
New 


1930. 
Ser. 298,636. Max Kronstapt, doing busi- 


ness as Bristol Seamless Ring Co., New 
York. Filed April 10, 1930. 


CHARMING 


For Finger Rings. 
Claims use since March 1, 1930. 


Ser. 298,638. Max KronstTapt, doing busi- 


ness as Bristol Seamless Ring Co., New 
York. Filed April 10, 1930. 


TRUE-LOVE 


For Finger Rings 
Claims use dines March 1, 1930. 


Ser. 299,316. 
Co., INc., 
930. 


“BAND O’ LUCK” 


For Finger Rings and Mountings Therefor. 
Claims use since March, 1930. 


BENJAMIN & Epwarp J. Gross 
New York. Filed April 23, 


Ser. 299,318. BENJAMIN & Epwarp J. Gross 
ee Inc., New York. Filed April 23, 
30. 


“LOVE MATE” 


For Finger Rings and ave Therefor. 
Claims use since March, 1930. 


Trade-Mark Registrations Granted 
Issue of June 10, 1930 


271,482. TIME RECORDERS, CLOCKS, 
AND WATCHES. Harris Watcu Im- 
PORTING Co., INC., New York. 

Filed Feb. 7, 1930. Ser. 295,735. 

lished March 25, 1930. 


271,497. Socee. WATCHES, AND PARTS 

THEREOF. TAVANNES WatTcH Co., 

S. A. _ i. Switzerland. 

Filed Feb. 5, 1930. Serial 
Published March 25, 1930. 


Pub- 


No. 295,646. 


THE JEWELERS’ CIRCULAR 
271,545, 271,546, 271,547, 271,548, 2It,549, 


271,550 
BRACELETS, STRAPS, AND ATTACH- 
MENTS, NECK CHAINS, ETC. GzmEx 
Co., Newark, N. J. 

Filed Jan. 8, 1930. 

lished March 18, 1930. 


271,577. FRATERNITY BADGES, LAPEL 
BUTTONS, CUFF LINKS, ETC. - 
8 


Ser. 294,520. Pub- 


ALPHA DELTA LAW FRATERNITY, 
Angeles, Cal. 

Filed Nov. 13, 1929. 

lished March 18, 1930. 


Ser. 292,368. Pub- 








Making His Watch Look Like New 
(Continued from page 69) 





ideals a watchmaker holds to. Cleanli- 
ness is next to correct mechanical work- 
manship. In good auto mechanics by 
use of clean cloths, the most intricate 
workman, working in oils and gums al! 
day, keep respectably clean, and ready to 
go out to lunch without much makeup. 
Well, certainly watchmakers should, 


working as we do in less than a mil-* 


lionth part that much gum and grease 
be ashamed of ourselves if we dirty up 
any man’s watch, or if finding his watch 
discolored and dirty, we turn it out so. 

No, I don’t use cyanide on every move- 
ment. It is risky. Delicate steels may 
be ruined by it if it is not absolutely 
taken off, but I do contend that we can, 
if willing to work for it, get all the 
cyanide off, after it has done its clean- 
ing work. Let cyanide be our servant, 
not our master. 

I have crumpled a good many reams 
of tissue paper keeping my perspiring 
fingers away from finished watch parts 
and from delicate plated surfaces. I 
have actually seen work where men’s 
hands had been so sweaty that this had 
been left to eat entirely through thin 
gold plating on the inside of cases. 
Watch out! I am a detective and am 
looking to see whose thumb prints they 
are. 

Be patient and scientific and, above 
everything else, whatever method you 
use, turn his watch back to him “look- 
ing like new,” anyway. 








Merchandising Calendar 
(Continued from page 35) 





clean up stocks. It is also possible to have 
a clearance sale without all the flub-dub 
spectacular effects employed by some 
retail stores. A clearance sale will be a 
success if it is a genuine effort to clean 
up stocks, provided the prices are made 
attractive. The people dearly love a 
bargain. 

If a clearance sale is desirable on ac- 
count of the condition of the stocks it 
should be carefully planned. Every item 
to be sold at a reduced price should be 
re-marked with the old and the new 
vrices. The time necessary to get rid of 
it should be calculated and the sale held 
for this period only. After the sale is 
over every vestige of it should be re- 
moved and the store made to assume its 
former dignified appearance. Only dur- 
ing the sale will it prove advantageous 
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to give the store an appearance of sale 
activity. 

If the jeweler finds it undesirable to 
hold a clearance sale, and still sees the 
need for a store-wide event to bolster up 
sales he will find plenty to choose from 
that will give him the desired activity. 
One of these is a “Carnival of All Na- 
tions.” The name indicates its character. 
Imported goods in the stocks are to be 
segregated and displayed under a flag 
of the nation from which it was im- 
ported. The jeweler doing a gift-shop 
business will have an advantage here, 
because of the variety of items he can 
muster together, but the average jeweler 
may also find a sufficient number of 
items to make the event important. 

Another store event that any jeweler 
may adapt to his own use will be an “All 
American Exposition.” Here the major 
portion of his stock will fit in. 

In store events of this character there 
is no need for price cutting, but there is 
need for a little of the spectacular and 
theatrical atmosphere, if it is to be a 
success. People of today are not adverse 
to theatricals, on the other hand, they 
rather like them. The jeweler should, 
of course, do nothing to hurt his stand- 
ing in the community, or allow his en- 
thusiasm to injure his prestige. 

Aside from sale events there are 
plenty of selling events that may be 
brought into prominence. The hot 
weather brings into demand many items 
of jewelry and kindred goods that the 
jeweler can supply if he is on the job. 
Right here it may be intimated that the 
jeweler should not reduce his efforts to 
secure more business in the summer 
months, but, rather, to make greater 
efforts to get it. The harder it is to 
get the more need for effort to secure it. 
The window displays should be kept up 
to a high standard, featuring the mer- 
chandise most in demand for hot 
weather. The advertising should be 
specially prepared to make sales of the 
same goods he is featuring in his win- 
dows. 

Sports at home will make oppor- 
tunities for the jeweler to advertise 
sports jewelry and accessories. Vaca- 
tions away from home brings the oppor- 
tunity to force traveling accessories, 
toilet sets and accessories, watches and 
many other lines the vacationist may 
possibly buy away from home, if he is 
not supplied before he leaves town. 

Home entertaining takes on a different 
setting. Instead of being done indoors 
it is done on the porch and lawn. Water 
sets, lemonade sets, iced-tea sets and 
glassware of all kinds will be greatly in 
demand. This demand can be supplied 
to some extent by the jeweler, even if 
the ten-cent store gets some of the trade. 
Displays of glassware in the window 
should to some extent demonstrate the 
use of the wares. Windows should not 
be crowded. Different types of glass- 
ware should be shown on different oc- 
casions, rather than in the same window 
display. 

By giving every promotional event a 
summery atmosphere the jeweler wil] 
find a responsive echo from his custom- 
ers. 
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The 
Kingdom 
of Dust Is 
a True 
Autocracy 


There’s little chance 
of anyone living in 
such a place unless 
they understand and 
comply with the 
wishes of the Auto- 
crat. 











Here’s the leavening—use 


LEIMAN BROS. PATENTED 


POLISHING 
DUST COLLECTOR 


for grinding and polishing dust collecting. : 
Get the free information. 


LEIMAN BROS. 
23 (BA) Walker St., New York 





Makers of good machinery for 40 years. 
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The Pelvedere 


FORTY EIGHTH STREET 
WEST of BROADWAY 


NeW York 


June 19, 1930 
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Within 5 Minutes of 51 Theatres but 
Removed from the Noise of Traffic. 




















450 LARGE LIVABLE ROOMS 
With Bath and Kitchenette 

















$3 to $4 SINGLE 
$5 to $6 DOUBLE 


Ask Us About Our 

Advance Payment 

Plan or Cash Dis- 
counts. 


Courtesy, Comfort and 
Convenience at this 
Hotel. 


meta nema 
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CURTIS A HALE 
MANAGING DIRECTOR 








| Watch Dial Service 


All leading watch importers—jewelers and 
watchmakers indorse this service. 


FINISHED, 
DIALS RE-Panren 
i Dials Guaranteed Against Tarnishing. 


Raised gold figure dials refinished—missing figures sup- 
plied. Clock and Chronometer dials refinished like new. 





Write for Price List 


P. J. BREIVOGEL 
15 Maiden Lane New York City 








PLATING 


GOLD-PLATINUM — SILVER-CHROMIUM 


SILVERWARE 
Repaired, replated and restored like new 
MESH BAGS 
Repaired, replated and relined—Same as new 
BEAD BAGS 


Repaired, relined and remounted 
Advance Estimates furnished if desired. 


SWARTZ & CO. 


10 SOUTH WABASH AVENUE CHICAGO 

















We Can Raise For You 
$5,000 to $10,000 


A WEEK right now accord- 
ing to size of stock. For full 







particulars write or wire 


B. WOLFF & CO. 


Dependable Auctioneers 
156 E. 42nd St., N. Y. 
Tel. Ashland 5298 




















NYES OIL 


for 50 years the Standard Lubricant 
for Watches and Clocks 


Buy of Your Jobber 
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